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MERCURY WHEEL GOODS include Autos, 
Trucks, Wagons, Velocipedes, Choin-Driven 
Tricycles and Pack Cycles. The only line with 
full ball-bearing wheels on every model! 


MERCURY BICYCLES include deluxe and stand- 
ard models; sizes from 26” down to 12” pork 
cycles .. Equipped with famous MUSSELMAN 
COASTER BRAKES, another product. 


MURRAY OHIO 


THE NO. 0. Bune FOR OVER 2:5 YEARS! 


ray Ohio wheel goods aftd bicycles have long 

fen accepted by the trade as leaders in their field 

. Today, we are producing as much as possible 
within thé limitations ‘of material shortages beyond 
our contr@l . .. We do pledge, that in spite of these 
difficulties, there will be ‘po reduction in Murray 
Ohio standards of quality—now, as always, those who 


sell Murray Ohio products will be selling the finest! 


MURRAY-GO-ROUND is America’s finest baby 
walker-stroller, with ten outstanding features 
of design. Nationally advertised to millions 
of new mothers. 














A glance is enough to tell you 
that Bethlehem Fence is sturdy and 
well made in every detail. When 
your customers examine the smooth 
zinc Coating, the strong hinge joints, 
the tough steel wires—they'll énou 
it's a fence that will give them faith- 
ful service 

Bethlehem Fence goes up faster 
and lasts longer when it's installed 
with strong, easy-to-drive Bethlehem 
Fence Posts. Ask your jobber for 


information on Bethlehem Fence and 


the other quality steel products shown 


below 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA 
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BARBED WIRE BALE TIES BALER WIRE NAILS AND STAPLES FENCE POSTS 
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These figures aren’t guesswork... 
survey in 


aoe Ses tue nine typical torer 
HOUS EWARES found in normal operation. 
PROFITS 





[ Javer AGE HOUSEWARES 





PYREX WARE 


This chart is the result of an exhaustive six-month 
survey in the housewares departments of nine de- 
partment stores by the Russell W. Allen Co., nation- 
ally known retail store analysts. 
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Initial Retails For Average Annual Average 
Investment (A.H., $1653; Turnover Retail Sales Per Cent Profit Dollar Profit 
(A.H., $1000; P.W., $1749) (A.H., 3.8; (A.H., $6281; (A.H., 1.0; (A.H., $62.8); 
P.W., $1000) P.W., 7.5) P.W., $13,118) P.W., 9.3) P.W., $1228) 




















RETAIL VALUE of PYREX WARE is higher because of the greater initial mark-up! 


AVERAGE TURNOVER of PYREX WARE is higher because it is purchased exclusively through strategi- 
cally located PYREX WARE distributors set up to provide prompt service. 


PER-CENT PROFIT of PYREX WARE is higher because of negligible mark-downs and no workroom 
costs. 
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they’re the findings of an independent 
nine typical retail stores!! 


Here’s how you can take advantage of these amazing facts! 


“BEST’’ DISPLAY LOCATIONS 


yive PYREX WARE a “best” traffic location. Two of the stores in the survey were 
doing it, and getting twice the sales volume on the fastest-moving, highest-profit 
item in their housewares department. 


GOOD DISPLAYS 


Attract customers with displays of the complete line of highlighted PYREX WARE, 
with descriptions and prices of all items. PYREX lends itself easily to handsome, 
practical displays. 


STOCK CONTROL 


Based on past sales start off with a three months’ supply of every item in the PYREX 
WARE line. Once a month, take a physical inventory and order planned sales for 
three months minus stock on hand. This simple procedure will insure you against 
lost sales due to out-of-stock condition. 


LOCAL ADVERTISING 


PYREX WARE is a line with a tremendous profit potential, as the figures on these 
pages show. Handle it properly—feature it in your own local advertising 


Get your full share of PYREX WARE business—business which returns nearly 20 Times the 
annual dollar profit that can be secured from average housewares merchandise! 


The retail price of these PYREX WARE 
dishes is reduced from September 1, 
1951, to November 30, 1951! Full- 
page ads featuring this 100th Anni- 
versary Special will appear in the 
September 15th issue of the Saturday 
Evening Post and in the October is- 
sues of Good Housekeeping, Ladies’ 
Home Journal, Woman's Day, and 
Country Gentleman, plus 500 line 
newspaper ads and promotion on 
PYREX TV shows! 

Be sure you have a full supply of 
these items when this promotion 
breaks—order supplies through your 
PYREX WARE dealer 

(4 bb Foran hlrt 
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Che Parable of the 


», Xt 
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eed it came to pass that a man went unto a 
(EXy% sporting goods jobber and said unto him: 

“Harken unto my cries—for J am a lean and 
hungry manufacturer. J have not the strength nor the 
means to sell to the retailer. Gnless thou shalt help 
me, surely J am lost. Therefore, job ye my product to 
the sporting goods field, and J shall be as the happiest 
and most grateful of men.” 

And the sporting goods jobber said unto him, 

“Behold, thou small manufacturer, J shall do 
even as ve wish. Go back to thy tent and make more 
of thy products. J and my men shall sell them to the 
retailers for pou.” 

‘And the sporting qoods jobber and his men went 
forth and did labor mightily, and did burn the midnight 
oil to sell the product, and the manufacturer waxed fat 
and rich from the sales thereof. 

And it came to pass that the manufacturer now 
grown strong did say unto himself: 

“Go to, wherefore now do J permit the sporting 
goods jobber to reap profits from my merchandise. Am 
¥J now not fat and rich? Therefore, will J sell direct 
to the retailer with mine own men and therefore will J 
sell also direct unto the chains and J alone shall reap 
the profits thereof. Werily now will J cut off the 
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Ungrateful Man 


Sporting goods jobber from mp well of earnings and 
unto him will J throw only the crumbs.” 

And he went forth and did even as he had spake. 
And others did do likewise and did forget that except 
for the sporting goods jobber they would still be as 
lean and hungry men. 

Gnd it came to pass that one manufacturer did 
raise up his voice in double spread advertisements, and 
did cry out to his brethren manufacturers: 

“Go to, thou forgetful and foolish manufacturers. 
Know pve not that even as pou cut the throat of the 
Sporting goods jobber so do ve cut the throat of the 
Sporting goods industry, as a whole—ebven unto pour 
own throats.” 


Ween \nd voice was that of the Western Fishing Line 
Company, who practiseth even as they preach, for: 


Western Fishing Line sells only through jobbers! 
No direct sales to any retailer or chain, no matter how big! 
No getting around the issue by sales to chains under a private label! 
One policy —and one only! 
SUPPORT THE JOBBER—FOR THE SAKE OF THE 
ENTIRE SPORTING GOODS INDUSTRY! 


David Lippey, President, 


WESTERN FISHING LINE COMPANY 


Glendale 4, California 
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iS STILL THE BEST! 


————EEEE In 1892 The Ruberoid Co. produced the first roll of ready- 


THIS END UP ' 
Ge. j > to-lay asphalt roofing ever made. Now nearly 60 years 


later, genuine Ruberoid Roll Roofing still leads the field, 
setting quality standards around the world. Many 
Ruberoid Roofs applied over thirty years ago are 


still giving service. 


Cash in now on this customer-satisfying product. 
Ruberoid’s quality and time-tested performance will mean 
easier sales and greater profits for you. When you sell 
Ruberoid Roll Roofing, you sell a product that builds 


both your present profits and your future business! 


Expand Your “Best-Seller” List with these 
Ruberoid Sales-Making Products: 


Dubl-Coverage Tite-Ons . . . the “hurricane 
proof” shingle with the beautiful 


basket-weave pattern. 


Stonewall Asbestos-Cement Board the 
universal building material that is hard, rigid. 


almost indestructible, yet easy to “work.” 


ishestos-Cement Siding ... beautiful color and 





texture, fireproof, rotproof. A revolutionary new 


concept of sidewall treatment 


Building Materials for Home, 
Farm and Industry 


ce 41:34 -ce) | kere 


Executive Offices: 
500 Fifth Ave... New York 18. N.Y. 


Baltimore, Md. 


a PLANTS and SALES OFFICES: Relics: texes 
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Polished, stainless steel rack — 
adjustable hangers. Rack No. 


retail price $2.00. 


=, 


Gleaming stai 
utensils and covers 


Rack No. 172\—r 


nless steel rack holds 4 
securely in place. 
etail price $2.50. 


i | 
Handsome Deluxe stainless stee 


tensil rack shows off ten eer 
“Kitchen Jewels.” Double rac — 
covers securely, OF makes re) — = 
helf for decorative items. ac 
1722—retail price $7. 50. 
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With the trend toward more beautiful kitchens, 
every one of the millions of Revere Ware 
owners is a potential rack customer. These 
handsome racks, created with one eye to style 
and the other to utility, add a wealth of 

charm, color and convenience to any kitchen 
No more fumbling in dark cupboards to find 
the matching pan and cover. Revere Racks 
keep Revere Ware fingertip handy. Display 
Revere Utensil Racks in your window and on 
your counter. Remember ... every Revere Ware 
owner isa made-to-order prospect fora 
Revere Utensil Rack. Order your supply today 


= 


COPPER AND BRA INCORPORATED 
Rome Manufacturing Comffany Division + Rome, N.Y. 
SEE “MEET THE PRESS” ON WBC TELEVISION EVERY SUNDAY 

i 





BIGGEST 
NAME IN 
PLUMBING 
RUBBER 
PRODUCTS 





No. 36 Lucky Strike 
FAUCET WASHER 
ASSORTMENT 
36 individvel packages 
per unit. Each packoge 
includes 8 genvine 
lovelle bevelled foucet 
washers in all populor 
sizes with necessary 

brass screws 


YOUR COMPLETE PLUMBING RUBBER DEPARTMENT 


MADE RIGHT! 


PRICED RIGHT! 


No. 424 Fit One-Fit All 


PACKAGED RIGHT! TANK BALLS 


12 individually packaged 
tank balls to colorful 
counter unit Special 
topered seat for smooth 


ee —P—w! 
re iy operation on all size 
flush valves 
4 
ZA i hbor Company 


— 426 N. Wood Street, Chicago 22, Illinois 


Tank Balls « Faucet Washers « Force Cups * Hose Washers « Basin Stoppers * Repair Assortments 
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Originated by a Farmer, low cost SSirco 
Star Steel Fence Posts appeal to other farmers on 
sight! The new Star design is like no other on the 
market! It’s a stronger, longer lasting fence post 
that makes fence building easy, practically elimi- 
nates broken fencing. No lugs, clips or ties...one 
straight wire locks all fencing wires from top to 
bottom, allows g-i-v-e under strain. 


Dealers also prefer SSirco Star Steel Fence 
Posts because they are easy to stock, easy to sell, 
and give a generous profit margin. Sell the Fence 
Posts preferred by Farmers and watch your profits 
climb! Write today or ask your SSirco Represen- 
tative for complete information! 


yp 


THESE 
FEATURES 


‘conte < 
i eta < 
} t 


Tih 


eA 
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EASIER TO STOCK — 
Stor Posts nest snug- 
ly, require little 
spece. And SSirco 
Overnight Delivery 
means minimum in- 
ventories 


EASIER TO INSTALL 


—No lugs, staples or 
ties. No holes to dig 
One wire secures 
fencing. Easy te 
move 


STURDIER — Up to 
65% more ground 
beoring surface with 
eovt anchor plotes! 
Longer lesting gol 
venized of pre 
pointed, with woter 
proof asphalt under 
ground 


MORE SHOCK - AB- 
SORBENT — Fencing 
con't loosen, yet hos 
fer greeter G-1-V-E 
thon with other posts 
Practically eliminates 
broken fencing! 


SOUTHERN STATES 
IRON ROOFING COMPANY 








<UBM> 


PURE CHINESE BRISTLE 
PAINT and VARNISH BRUSHES ? 


Certainly / 


WITH AN ATTRACTIVE DISPLAY REQUIRING ONLY A 
SMALL AMOUNT OF SPACE ON YOUR COUNTER. 





* 
POPULAR SIZES AND STYLES 
* 
ESTABLISHED BEST SELLERS 
COMPETITIVELY PRICED. 














Contains: 4 doz. Varnish Brushes 
1% doz. Wall Brushes 


Merchandiser FREE when you purchase Assortment No. 600 


Here is what you get: 





No. 600 Assortment 





Quantity ap Ge = Style Retail Each Total Retoil 





12 only 600V—1” 1-15 16” Varnish 39 4.68 
600V—1'2” 1-15 16” Varnish 59 7.08 
600V—2” 1-15 16” Varnish 69 8.28 
600V—2'2" Varnish 89 5.34 
600V—3” % Varnish 98 5.88 
600W—3” - Wall 1.49 8.94 
600W—3'2 4 Wall 1.79 10.74 
600W—4” ‘4 Wall 1.98 11.88 





PROMPT SHIPMENT THROUGH Total Retail Value ° . . ° ° ° ° 62.82 
YOUR JOBBER SPECIAL DEALERCOST. .. . 40.00 





UNITED BRUSH MANUFACTORIES, 116 Wooster Street, New York 12, N. Y- 
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Nj lccarlieme ll @CmOeoablim ic Clilamuriitir leases 


Feel, see and compare the world’s largest array of hardware and allied products 


Get the latest trends on price, delivery and production 


Secure new lines and franchises on products 


Learn about the latest merchandising plans and packaging presentation 


Discuss your own personal merchandising problems with manufacturers 


e 
+ 
+ 
e See new products shown to trade for the first time 
7 
e 
. 
. 


Secure a complete guide to intelligent buying for the coming year 


BUY ERS—plan now to attend. Fill out and mail the registration coupon. Your admission badge, 


which will admit you without further registration, will be mailed to you 


NATIONAL 
HARDWARE 
SHOW 


MADISON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 


AO 


NY “ 


331 
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Fill in and mail chit registration 


Save time by regmtering NOW 
Please 


coupon and your admission badge will be mailed to you 

below if you “ish us to make hotel reservations for you. 
(PLEASE PRINT) 

Name Title. 

Fiem 

EEE 

a neuenennenn Scate 

Type of Business 

Picase check below the classification of your business. 
O Wholesaler © Retailer © Depr. end Chain Score Buyer 
O Importer-Fxporter © Mfgrs" Agent DOD Manufacturet © Other 


Please send us your horel reservation blank 
inors under 18 yrs. of age will not be adminced under any circumstances 


5 


| 
! 
| 


tl 





©°17 sell Slaymaker ‘Brass Beauty’ Padlocks three to one over other 
brands. They’re solid value, and the Miniature Showcase really 


helps them move fast. My customers are thoroughly pleased. 9 


Joseph Meyer, Owner 
Steffen Hardware Co. 
Bluffton, Indiana 


** You bet! I sell a lot of Slaymaker ‘Brass Beauties’ to retailers 
like yourself — the product is tops. They're nationally advertised, 
and my customers like their quality and value. I just wish I could 
get more of them! $9 

C. L. (Dutch) Koenemann 


Wayne Hardwore Co. (Wholesale) 
Ft. Wayne, Indiana 


laymaker 


LOCK SCOMPANY Since 1888 


Lancaster, Pa., U.S.A. 


6p, otinet, & World's Most Complete Line of Padlocks 


“The Saturday 
Evening Post 
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BE SURE YOUR LINE INCLUDES 
THIS LOW-PRICED 


Cyclone “ee¢77" Lawn Fence 


@ Here's just the fence for those cus- 
tomers who want economical boundary- 
line protection or complete enclosures. It’s 
Style “L-X” woven Cyclone Lawn Fence 
—single-loop construction. 

It features the firm, uniform weave char- - 
acteristic of Cyclone Lawn Fence. Picket 
tops are symmetrical and even, and stay 
that way because the ends are crimp-locked 
securely into the two top cables with a re- 
verse twist. All wires are galvanized 

You'll find this fast-moving Cyclone 
Lawn Fence in reasonably good supply, so 
check your stocks and order from your 
jobber today. 

And don’t forget the other Cyclone 
styles: Style “F” (double-loop) woven 
fence, “L-X” and “F” welded fence, trellis 
and flower bed border. They all carry the 
familiar Cyclone “Red Tag” label, so well- 
known to hardware customers everywhere. 


CYCLONE FENCE DIVISION 


(American Stee! & Wire Compony 


WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


CATCH-ALL BASKETS HARDWARE CLOTH 


, a a ae 6 
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CYCLONE “Red Jag” HARDWARE PRODUCTS 


LAWN FENCE . GATES - HARDWARE CLOTH - INSECT WIRE SCREENING - CATCH-ALL BASKETS 
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A PRIZE IN EVERY PACKAGE...GUARANTEED! 
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NON-STAINING, LONG-LASTING ALUMINUM 
0 SCREENING IS WOVEN BY THESE 
LEADING MANUFACTURERS 
American Wire Fabrics Corp. 
Chase Brass & Copper Co; 
Clinton Wire Cloth Company 
Cyclone Fence Division 
(American Steel & Wire Co.) 


Dixie Screen & Wire Products, inc. 


Hanover Wire Cloth Company 

Heilig Bros. Company, Inc. 

The C. O. Jelliff Mfg. Corp. 
Keystone Wire Cloth Company 

New York Wire Cloth Company 


Pacifie Wire Products Co., Inc 


made of Alcoa Alclad Aluminum | 27s ooo: ne 


Standard Wire Cloth & Screen Co. 











Reynolds Wire Company 


Here’s an item that’s in greater demand than ever. 
Strong, non-staining aluminum screening. If you can't Wickwire Brothers, Inc. 
get all you want, don’t blame your jobber or the weaver 
who supplies him. They are doing their best for you. 

This superior aluminum screening is protected by the 
same Alclad process that gives extra Corrosion resistance 
to our fighting planes. Now planes come first, so the 
supply of aluminum for screening is limited. 

ALUMINUM COMPANY OF AMERICA, 82€. Gulf 
Building, Pittsburgh 19, Pennsylvania. 


Woven Wire Fabrics Division 
(John A. Roebling's Sons, Co.) 


THIS TAG IDENTIFIES QUALITY aluminum screening made of 
Alcoa Aluminum and woven by leading manufacturers. Look 
for it on the screening you buy. Your customers will... . 


TO HELP YOU HOLD YOUR MARKETS Alcoa advertise- 
ments are running in these leading home magazines. Helping to 
build the ever-increasing demand for aluminum screening that 
will mean more sales and profits for you in the years ahead. 


s 
\t\ A\\Y \\\ Wheend / , 
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$7) 
THROW-AWAY 
FUEL TANK 


No dangerous hen 
dling of bulk fuels 

simply reploce with 
new Tank of Prepo 
Fuel, when needed 
SAFE, CONVENIENT 
ECONOMICAL 


i 


"00, =o 
OF wate raremrs POme 


The Instant-Flame Torch with the 


Throw-Away Fuel Tank 


Few new hardware items have 


“caught on” with the speed of 


Prepo Torches—now rated one of the fastest moving “‘traffic- 


building”’ products in the industry. The reason—everybody goes 


for the ease, convenience, safety and economy of Prepo—the 


\ 
ee 


new principle Torch that provides INSTANT FLAME with the 
twist of a valve. No pumping, no priming, no pouring of hazard- 
ous bulk fuel. And every Prepo Torch sold means a customer 
who comes back again and again for throw-away Prepo Fuel 


Tanks. There'll be plenty of new customers, too. 


PREPO Helps You 
Sell with Complete 
Merchandising Material 


it's Sorel, = er 


‘2 
The Toreh 


New National Advertising 
to 18 Million Readers 
Everyone a Prospect 


. Te . 
J 


Popp Lr 
m er JLAR 

Far " POPULAR: 

r SCIE “rg uics 





Sr! 


Prepo is turning on the sales heat 
with a new bigger than ever adver- 
tising campaign directed to the 
people most interested in using 
Prepo Torches—the 18 million 
readers of Popular Mechanics, Pop- 
ular Science, Mechanix Illustrated 
and Successful Farming. Make sure 
you are ready for new action at the 
cash register by stocking and : “lookers”’ into customers. Avail 
displaying Prepo Torches and : able to you without charge, from 
Prepo Fuel. the factory. Write for details 


New window 
* streamers, counter displays, ‘How 
- To Use” booklets, newspaper mats 
; all expertly planned to help steer 
prospects to your store, turn 
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KRYLON 


THE ACRYLIC SPRAY 


that seals, protects, beautifies 
a thousand things! 


| 
Ws nat 


wo ~ x 
aoe 17“ 
Kuo" 


who 


a a’ 
‘ RYuc es pipes from “sweating 

Step ane mes serves valuable papers —discharge and legal 

i ed 


CRYSTAL CLEAR KRYLON 


is waterproof; grease-, acid-, salt-spray re- 
sistant; non-flammable. Will not discolor, 
dry out or crack. Everyone in the family 
will use it. Perfect for the “handyman.” 
Keeps metals from pitting and rusting 

shop and garden tools, aluminum, children’s playground 
equipment, sporting equipment, metal screens. Prevents 


. 
“arse svt? 
— a 
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x 7 


WHITE KRYLON 


is pure Titanium Dioxide with a pure Acrylic base, for 
wood, enamel and metal! surfaces. It does not contain 
“‘extenders.’’ That makes it a whiter white. Does not dis- 
color. Dries quickly. Completely waterproof. Won't 
crack, wipes clean with damp cloth 

Use as paint or enamel for kitchen cabinets, wood 
work, porch and lawn furniture; as “touch-up” on re- 
frigerators and other enamel surfaces 


Retails $2.25 per can 


Small-space display with big sell—free 
with every case of Krylon. Put it near your 
cash register and cash in! Dandy consumer 
folders free too. 

9016 

Krylon, Inc., 2601 N. Broad St., Phila. 32, Pa. 

Your Krylon promotion looks good to me! Please have a 

local jobber supply me immediately with Krylon 

Starter Assortments, cost to me $17.20 each, retail valve 


$25.80. 

Nome 
Address___ 
EEE 


Name of my jobber__ 


SOvsrac cuea® . 


" Protects and pre- 
Z papers, Social Security card, etc. Water- 
proofs and protects porch and lawn furni- 
ture. Your customers will experiment with 
it—find many uses not mentioned here. Can 
be used on almost any metal, wood, paper or 
leather surface not painted with synthetic or automo- 
bile paints Retails $1.95 per con 


\/ 


. 


ALUMINUM KRYLON 


offers you at last a non-flammabdle aluminum. It can be 
sprayed wherever aluminum paint would be used. It has 
all the basic qualities of Krylon, plus a rich aluminum 
color. A big seller for spraying radiators and other metal 
fixtures, both inside and outside 


Retails $2.25 per cen 





KRYLON, INC. 


2601 N. Broad St., Phila. 32, Pa. 


Litho. in USA 





The BIG, NEW WORD in the hardware business. 


KRYLO Nang 


“Krylon-ize” tools and sports CRYstac cisa® 
equipment to prevent rusting. ALUMIN uy 


Ac ws 
by TUL $08 tayuc $784” 
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CRYLIC SPRAY Use aluminum 


Krylon wherever 
otects, preserves, beau- you'd use alumi 


es...makes most any- 


Krylon-ize” metal or wood 
thing last longer ; lawn furniture to protect and 
z y, d/ | beautify it 


num paint 


NS 
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MANY USES IN EVERY HOME! 


Just when you need it most — an exciting lutely nothing—like Krylon on the 
new promotion for a product with many market. It won't change color, dry out 
uses in every home, and a market big or crack. Krylon is available in crystal 
as all America' clear, bright white, and aluminum. Just 
At the push of a button, Krylon press the button on the aerosol can and 
Acrylic Spray seals, protects, preserves spray it on! That's all there is to it. No 
a thousand things—almost anything special skill required 
made of metal, paper, leather, or wood You'll sell Krylon easily —right from 
It wraps objects in a long-lasting, water the start. And you can count on sales 
proof Acrylic coating that seals out air growing and growing—there’s almost 
and moisture, protects and preserves nothing in your stock with so many 
indefinitely. There's nothing —abso uses for so many people! 


HEAVY ADVERTISING MEANS HEAVY DEMAND — 
BIG COLOR ADS IN SATURDAY EVENING POST! 


Krylon backs you up with a full arsenal force in America. Big ads in Popular 
of promotion aids. Counter display Mechanics, Popular Science, Science and 
that’s short on space and long on sell Mechanics, Mechanix Illustrated (the 
consumer literature—and an advertis “handyman” will go for Krylon like a 
ing campaign big enough to create real six-vear-old for bubble gum!). Put the 
local demand in every city and town! small space counter display by your 
Consistent advertising, including half cash register, on the counter, in your 
page, two-color ads in the Saturday heaviest traffic area. Krylon is worth 
Evening Post—greatest merchandising the best spot in your store! 


Tuit. ps the buttow-Spray tow. Anyone con doit! 


Krylon won't change color “"y out, or crack 


—> NOW TURN THE PAGE FOR FULL DETAILS 
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THE HEATER THAT’S BUILT TO BUILD Profits for YOU! 





: are only going half-way if you simply stock 


HEARTH-GLO Gas Heaters this season. Go all 
the way! Make a feature of HEARTH-GLO—and make 


} 


extra profits for yourself ! 


} 


) 


| 


HEARTH-GLO Heaters are high in quality — moderate 


) 


CCC Pe tt 
\}\ 


in price — super in performance. They'll give you a 


gh Ia at ME Dor 


\. 


good profit when you sell them — and continue 


to build customer goodwill during the seasons ahead. 


Get your HEARTH-GLO Heaters right out in front — 
and stay in front of the profit parade all through 


the heating season. 


JACKES-EVANS MFG. CO. 
Saint Louis 15, Missouri 
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Te Lele a backed by powerful consumer advertising they 


can add many dollars to your present volume 


DESCRIPTION: MIRACLE Black Magic ADHESIVE is not just ‘‘another 
waterproof finish within one hour on any surface. Does not yellww even glue.’ It is a heavy-bodied solvent-type mastic — black in color as the 
under continued use of harsh scouring powders, grease, acids, or alkalis name implies—which sets without heat or pressure to a strong, lasting 
Unlike conventional sealers it contains no lime, cement, plaster of paris waterproof bond. Don’t compare Black Magic to any transparent cements 
or drying oils . it is 100% resin. It will remain elastic, pliable pastes or glues now in your store. It is as different from these as day 
and sufficiently soft, expanding or contracti ng with the joint it seals and night — both in properties and uses. Only Black Magic will do the 
iod permanently ndoors or out 


DESCRIPTION: MIKALLE lub-Caulk dries to @ white glossy velvet-like 


APPLICATIONS: 


Use MIRACLE Tub Caulk fo 
tubs er sinks and wa 


ng cracks 


Use MIRACLE Tub-Caulk betwe 
and tile or plaster wa 


Tub-Caulk for 
tiledoard 


Use MIRACLE 
ings which hold 
is a factor 


sealing 


wherever dampne 


Use MIRACLE T 
Stalls 


OncmE Te Sram 


To bond door saddles and thresholds to concrete or 
metal floors — also to bond abrasive stair treads 
without necessity of drilling, use TYPE M. 


belween Dath- 


APPLICATIONS FOR a1 114 
se 


drilling — 


ADHESIVE 


towel racks. et 


MIRACLE Black Magic 
bonds soap dishes 


te tile and other type walls 


Use MIRACLE Black Magic ADHESIVE 


gaskets, strips 


ten rubber 


and bumpers on 


tors, ef. 


channels and mould 


IM THE BUILDING FIELD 


so FERAS VE 
Siw WRAL ace@neve Tree WT 


To attach metal or plastic moulding fo sink or 
counter tops — use TYPE M. To install linoleum on 
sinks and counter tops or in damp areas — use 
TYPE P. 
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t as a lock 


and nut 


To mount nameplates, paper towel dispensers, 
metal or clay tile — or metal sheeting for splash 
backs and table fops, use TYPE M. 


1951 





You can put your confidence in- 


the , lK | line 
@ 


SEINE TWINES 
SEINE CORDS 
TROT LINES 
STAGING 
. - VENETIAN BLIND CORD 

Quality Twines and Cordages 9=—ss conos 
CLOTHES LINES 
MASON LINES 
BUTCHER'S TWINES 
FISHING LINES 
STARTER ROPE 
JUMP ROPE 
MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 
KITE CORDS 
PARCEL POST TWINES J 


Samples furnished on request 





One dependable 
source of supply 


One brand name 


MIKE 


One standard of quality 
—the best 


CHALK 


We think enough of our chalk line to 
modestly admit that it is the best chalk 
line on the market 
ORDERS OF $50.00 OR MORE, FREIGHT 78 years of “know-how” are concentrat- 
PREPAID. Orders of less than $20.00 f. 0.b ed in every item in the MIKE line with 
Mill, Lawndale, N. C. or Marietta, Minn. Orders special accent on quality the kind of 
of $20.00 to $50.00, freight allowed to $1.00 quality that starts with experience and 
per cwt. Freight prepaid does not include ex ends with customer approval 





=== 


tra charges incurred outside carriers regular 
Our dealers have also found this kind 


of quality pays handsome profits 


Cleveland Mills Company LAWNDALE, NORTH CAROLINA 


ESTABLISHED iN 1673 


zone of delivery 

















Marietta, Minnesota 
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Coinsurance Reduces Insurance Expense! 


PREMIUMS ARE LOWER YET PROTECTION IS ADEQUATE 





A wise old man called his quarrel- 
some sons about him. Taking up a 
bundle of sticks, he commanded 
each in turn to break the sticks. All 
tried, but in vain, and said it could 
not be done. 


(From advertisement of The Youngstown Sheet and Tube Company) 




















“And yet, my boys, nothing is 
easier to do,” said the father, as he 
undid the bundle and broke the 
sticks, one by one. “By this ex- 
ample, you can see that united you 
will be more than a match for your 
enemies; but if you quar- 





Gentlemen: 


For several years we have handled our in- 
surance with Federated Mutual. Our rela- 
tionship with your company has always 
been very satisfactory and has saved us 
many dollars in insurance premiums over 


the years. 


We do not hesitate to recommend you to 
other dealers for their insurance needs. 


Sincerely yours, 


SOUTHERN HARDWARE COMPANY 
Signed Frank Ledbetter, Owner 


rel and separate, your 
weakness will put you 
at the mercy of those 
who attack you.” 


The truth of this 
fable is just as timely 
today as it was when 
the Greek ex-slave Aesop 
told it 2,500 years ago. 

In, perhaps, its most 
useful down to earth 
practical application for 
dealers it points to the 
wisdom of belonging to 
ones trade association. 
Not only belonging but 
availing oneself of its 
services on the one hand, 
and helping to keep it 
strong on the other. 
Present day conditions 
offer more thanone 
threat to the dealer’s 
future. Never has there 
been more to be gained 
through strong trade 
associations, or more to 
be lost through lack ot 
united action. 


Sederaled Malual 





IMPLEMENT ond HARDWARE INSURANCE COMPANY *%& OWATONNA, MINNESOTA 
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bargain with benefits for 
both you and your insurance com- 
pany is Coinsurance. For you it 
makes possible the kind of protec- 
tion yon should have at a saving. 
For the company by assuring proper 
relation between insurance value 
it spreads the risk and gives a better 
break on small losses. 


Here’s how it works. You agree to 
carry insurance up to an agreed 
percentage of the value of your prop- 
erty—say 80° —enough to cover 
your loss in event of a serious fire or 
other catastrophe. If you fail to keep 
your insurance up to the a per- 
centage of value you will have to 
assume a share of any loss. Let’s say 
value of property is $100,000 and 
you start out with $80,000 in insur- 
ance. The value increases to $120,- 
000. You should increase your in- 
surance to 80% of $120,000 or 
$96,000, but let’s say you don’t and 
a partial loss occurs. You carried 
$80,000 in insurance when you 
should have had $96,000. The com- 
pany oe Pay 80/96 or 5/6 of the 
oss. (The company will pay face 
amount of policy if loss is total). Had 
you increased insurance to $96,000, 
the company would pay the full 
amount of the partial loss. 

Coinsurance is definitely a good 
buy. For more information see the 
nearest Federated Mutual Man. For 
his name consult your classified tele- 
phone directory or write us. 


“ARE YOU FULLY COVERED?” 














Believe in Signs? Signs won’t keep 
them out, but for a few cents a day, 
Insurance gives you a lot of Peace 
of Mind whether you ever suffer a 
loss or not. The cost is LOW —the 
satisfaction HIGH — why pass it by? 
Call the Friendly Federated Mutual 
man today. For his name consult 
your classified telephone directory or 
write us. 





0 €aSy T0 STOCK IS hit 10 believe. 


When you can satisfy the demands of all 
your customers for Sliding Door Hardware 
by stocking only five sets, you’ve got a line 
that’s easy to handle. When that 
hardware has the acceptance the name 
“Stanley” enjoys with builders, you’ve got 
a line that’s easy to sell. 


Add to this national advertising, creating 

a demand for Stanley Interior Residential 
Sliding Door Hardware . . . influencing 
builders as well as home-owners, and you've 
got a line that’s hard to beat—for 
turnover and profits. 


THE STANLEY WORKS, NEW BRITAIN, CONNECTICUT 


x 


a 


No. 2682-1 
Double Hanger 


afin, 


No. T2680 V-type Track No. 2681-1 Hanger 


For Single or Multiple F00rs... 
with or without pockers 


@ No. 2680-For Plywood Doors 
1 pair No. 2680-1 hangers © 2 filler plates 
3 adjustable track brackets No. 2680-5 © | section of 
No. T-2680 track 7 iong * | center floor guide No. 26 
Shippping weight 5'. Ibs. (with trock 
Shipping weight 2 Ibs. (without trock 


Trt 


No. 2680-5 
Adjustable Track Bracket 


IP 


No. 2683 Door Edge Pull! 


No. 2680-6 End Bracket 


No. 2681—For Regular Doors up to 1°" thick 
1 poir No. 2681-1 hangers © 2 adjustable track brackets 
No. 2 5 © | rear track bracket No. 2680-6 
1 section of No. T-2680 track — 70” long * | jamb floor auide 
No. 2680-8 © | adjusting wrench for hangers 
Shipping weight 5). Ibs. (with track 
Shipping weight 15, Ibs. (without trock 


No. 2681-D (For By-passing Doors) 
2 poir Hangers No. 2681-1 © 6 only Adj. Track Brackets 
2680-5 © 2 pieces Track T-2680 70 
2 only Center Floor Guides 2680-9 © | only Adjusting Wrench 
Shipping weight 11 Ibs. (with track 
Shipping weight 4 lbs. (without track | 


No. 2686 Jomb Bolt No. 2689 Oval Pull 


©) 


No. 2682—For Plain, Glazed or Mirrored Doors up to 1°, “thick 
1 poir No. 2682-1 hangers ¢ 2 adjustable track brackets 
No. 2680-5 © | rear track brocket No. 2680-6 
1 section of No. T-2680 track — 70" long © 1 jamb floor 
gvide No. 2680-8 © | adjusting wrench for hangers 
Shipping weight 5°, Ibs. (with treck 
Shipping weight 2 Ibs. (without track ) 
No. 2 4 
No. 2682-D (For By-possing Doors) 
2 poir Hangers 2682-1 © 6 only Adj. Track Brackets No. 2688 Door Pulls 
2680-5 © 2 pieces Track T-2680 — 70° long 
2 only Center Floor Guides 2680-9 © | only Adjustable Wrench 
Shipping weight 11', Ibs. (with trock ) 
Shipping weight 4', Ibs. (without treck 


No. 2694 Flush Pull 


All sets ore packed one in a box with screws and simplified direction 
king the | to handle and Ne. 2680-9 
sheet, again making ine easy to a Seas May Qik 
stock. Track pocked seporotely ‘ 
j 


STANLEY 


Reg. U.S. Pat. Off 
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No. 2687 Adjustable 
Latch (Unit Type) 


No. 2680-8 
Jamb Floor Guide 


ef 


No. 2680-10 
Converging Door Guides 


HARDWARE ® TOOLS © ELECTRIC TOOLS © STEEL STRAPPING © STEEL 





PENNSYLVA 


(952 


Dealers who offer these great mowers will 
win new friends and please their old ones 
For Pennsylvania quality is recognized 
and admired by every owner. In fact, 
Pennsylvania gets a tremendous amount 
of word-of-mouth advertising from satis- 
fied owners. This isn’t just an accident. 
Fact of the matter is that Pennsylvania 
Mowers, both power and hand models, 
are made intentionally better for that very 


Order Through your Wholesaler 
—and order early, please 


These new 1952 Pennsylvania Mowers have all the grass- 
cutting ability that has made Pennsylvania a favorite with 
dependable dealers and their customers for 76 years. As 
usual, Pennsylvania Mowers will be well advertised in THE 
Saturpay EveNING Post, BetTER Homes & GARDENS, 
AMERICAN HoME, PATHFINDER, SUNSET, FLOWER GROWER 
—great magazines read by millions. 

No one knows how many mowers will be available for 
1952, therefore it’s more important than ever to order 
through your wholesaler as early as possible. 


ENNSYLVANIA | 


QUALITY LAWN MOWERS SINCE 1877 
PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE 
Bridgeport, Conn. « Camden, N. J 


SPECIFICATIONS— POWER MOWER 


Height of cut %" to 2”. 


Five extra wide 


crucible analysis steel blades. Rubber tires. 
Briggs & Stratton motor. 


MODEL R-15 
Wheel 10 in. dia 
Width of cut 18 in 


Shipping weight 130 Ibs. 


Net weight 111 tbs 
Motor T hp 


MODEL T-15 


Wheel 10 in. dia 
Width of cut 21 in 
Shipping weight 136 Ibs 
Net weight 116 Ibs 
Motor 1% hp 


with rewind sforter 


ond tool bos 


To simplify your serv- 
ice problem, Pennsy! 
vonia offers you a com- 
plete REPLACEMENT 
PARTS CATALOG. A 
copy will be sent free 
of charge on request 


| ALSO—A Well-Rounded Line of High Quality Hand Mowers 


GREAT AMERICAN 


PENNSYLVANIA, JR METEOR 
For terrace and 


PENNA-LAWN 
For small lawns or 


TRIMMER AND EDGER 
Does trimming and edging 


Choice of For heaviest duty and 


professional gordeners unusual cutting conditions. vse with PLM Power Mower. 


very fine grosses. easier, faster, better. 
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THIS BIG NAME IN THE 
HOUSEHOLD METALWARES BUSINESS 





,. . 
ete 
. 
me) 
; THE 
a. at = ET! 
, hil 


Dolux? HT 


wn 


oe 
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e Luxe is a complete line, including Galvanized Ware, Tinware, Colored Ware, Mop Pails, J 
arbage Pails, and Ash Cans. De Luxe Household Metalware is in demand because of / 
gh quality backed by National Advertising 

sure to stock, feature, and sell De Luxe Household Metalware. Talk to your Jobber's Representative about it now. 


CHLUETER MFG. €O. ¢ ST. LOUIS 7, MO. | 


D 
G 
hi 

Be 
Ss 
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ELLER 
“ tapi 


Y 700L 
WHAT EVER ‘SHOULD 


Here the ruggedness and long life that 
are built into Utica tools are described 
in diagrams and pictures. The customer 
can't see these qualities, but they can 
be explained, when understood. 


Ali hardware merchants, and most of 
their clerks, know that Utica Drop 
Forge’s tools are better because they 
are drop forged—and electronically 
induction hardened. 


AS DROP FORGED BY UTICA 








Cost tool. No fibre 
structure. Inherently 
very brittle. 


CONTRAST| — 
THIS WITH = | 


Stomped tool. Note 
straight lines of stee! 

fibre structure, cut 

off where it meets CASTING 

edge of tool. That 

mokes for weckness. 


AND HERE’S UTICA’S ELECTRONIC INDUCTION HARDENING 




















Pliers made of good steel can be 
brought to al # any desired d 
ef hardness. Ost hardness te by ao mens 
toughness. Throughout most of its struc- 
ture the pliers must be fough. Only at 
the cutting edge should it be hard. 





O) 




















“_ 


r 
FREE: 


Well Chart exploining the odvonteges of 
drop forged and electronically hardened 
tools. 


SEND FOR (T— 


Every dealer prefers to sell quolity tools. 
This chart, placed where your clerks and 
your customers can see it, shows clearly that 
good tools ore G good investment. lt will 
moke you money —ond satisfied customers 











The miracle of Utica's electronic induction 
hardening is that it can harden just the 
exact crea where hardness is required. 
Note here—only the cutting edges ore 
hardened (for lasting sharpness). The rest 
of the tool retains the toughness required 
for resistance to breakage. 


Here are the jaws of a Utica Sdjustable 
wrench. Note the pattern of electronic in- 
duction hardening, limited just to the work- 
ing surfaces of the jaws where maximum 
weeor occurs. This resists burring—yet the 
internal structure of the jaws, as well as the 
handle, retain their drop forged toughness. 


Come see us at the National Hardware Show, Booths 37, 38 and 39. 


“DROP FORGE AND TOOL 


CORPORATION 


UTICA 4 
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Hop on the Patterson-Sargent band- 
wagon now and let BPS Flatlux lead 
the way to bigger, juicier profits! 
tekel- MAU Melimelil MUM li lulls mel-laelgers 
tor colors your customers demand, BPS 
Flatlux is washable, durable, easy to 
apply. Above all, BPS Fiatlux is a 


nalelsl-e eetilel 4-11 a fast turn-over 





paint that's ringing cash register bells 








elie) 2-1, Uuil-1al ae Ma, ale Mi a -luil tail el 14 


all profits are yours under a BPS 


mmm poled Torry alin, 


means, look into it today! 








THE PATTERSON-SARGENT COMPANY 

1325 East 38th Street 

Cleveland 14, Ohio 

Please send me full facts on BPS Flatlux and your 


Protected Territory Franchise! 


Name 


Address 


bets | 





ew Plans for, Ste teel Products 


T.C.1. Agricultural Engineers are working constantly to keep our 
Free Plan Service up to date. Southern farm practices have been 
thoroughly studied, and all our plans for farm structures have been 
completely revised to conform to the latest, most efficient farming 
methods. These new plans to help make the 
southern farmer's work easier and more 
profitable are now available to U-S:S dealers. 
Place the plans on your counter. They'll 
help make your store “building head 
quarters” for the farmers in your neighbor 
hood. Through you, farmers can get accurate 
construction details and a list of materials 
for the particular buildings they plan to 
erect. And you are in the favorable position 
of being able to discuss building plans with 
your customers while they are still in the 
formative stage. 
In the past. U-S-S dealers have always 
been enthusiastic about the T.C.I. Free 
Plan Service as a sales builder. You will find 
these up-to-date plans will help stimulate future sales of the U-S-S 
Steel Products you sell. 
If you are not now using the Free Plan Service, write for com 


plete information. We'll gladly tell you how to get it. 


TENNESSEE COAL, IRON & RAILROAD COMPANY 


GEWERAL OFFICES: BIRMINGHAM, ALABAMA - DISTRICT OFFICES: BIRMINGHAM - CHARLOTTE - HOUSTON - JACKSONVILLE - MEMPHIS - WEW ORLEANS ~ TULSA 


AMERICAN FENCE 
TENNESEAL V-Drain ROOFING 
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YOU DIP LESS...COVER MORE 
WITH 


BaK-0-BLEND (== 


Bak-0-BLEND > 2% 
BRUSHES BECAUSE... ~ 


BAKER 


puts the conees a mes 


YOU'VE GOT BRISTLES 


WHERE THEY'RE NEEDED 
YOU WORK SMOOTHER 


istl 
b r i st es MOST! BECAUSE THEY RE 


in the € 


j 
f C) 
WORKING et 
STREAKLESS PAINT JOBS! 


PERFECTLY BALANCED! 


~ ae 
part of the brush! ‘3 
YS you GET a 
408-TESTED T00i-- 
BACKED BY THE 
BAKER 
—, GUARANTEE! 


No make-shift tool!... 


No substitute! 


they’re F/LTER- TREATED! 


BETTER BRUSHES for BETTER PAINTING 


TCH & FLAT “ MINE BRUSHES © PASTE 
, RUSHES »« NYLON BR 
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HARDWARE MERCHANTS 


Can always depend on SWAN to be 
first with all that’s best in the best 


garden hose program in the industry! 


Look for SWAN’S announcement 
of its 1952 Garden Hose Program 
in the October issue 
of this magazine! 








ae 


YOU are cordially invited to 
make Swan booths Nos. 307-309 
your headquarters at Atlantic 
City Convention Hall October 
1Sth and 16th 1951! 


SWAN RUBBER COMPANY 


Bucyrus, Ohio 
World's Largest Manufacturer of Garden Hose 


ay 
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\VHEN hundreds of satisfied owners 

take time to write us letters of praise 

about their Dearborns it means just one 

thing—strong consumer acceptance— 

the most valuable solling asset any owners 
product can have! During the big fall ane 
heater season, we'll tell the nation what Dearhows 


they're saying about Dearborn...and Aalesmnens 
we'll tell it in some of the top-flight 


Big color ads 
magazines in America! 


will tell the 


YES, DEARBORN DOES IT AGAIN Dearborn owner story 
gets behind your selling efforts with the kind of od- in this line-up of 


vertising support that wins friends and influences sales! top-notch magazines! 


Vidlew your Dearborns carly. 


GET IN ON THE PROFITS! 


Because this tremendous Dearborn acceptance means more 


s T re) Vv E Cc re) M Pp A N Y sales for you more money in your pocket. Be sure you 


hove plenty of Dearborns on hand—when your customers 
CHICAGO e DALLAS 


$830 N. Pulaski Rd 1700 W. Commerce St 


stort saying “|! want a Dearborn! 
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You call the shots on this Christmas pro- 
motion. No special deal to buy — no forced 
combination or quantity — no complicated 
tie-ins. Just choose the tools you want to 
feature from the 14 popular numbers shown 
below. Order any quantity of each you want. 
We'll supply them in special Christmas 
boxes and furnish as many colorful display 
streamers as you request. But, order now 
to assure delivery before the Christmas rush. 


No. 900 
Smooth Plane 
$3.90° List 


No. 1950 
Bit Brace 
$4.80° List 


No. 106 
Carving Tool Set 
$ * List 
No. 107 
Carving Tool Set 
* List 


— 


12, 420, - 
ADV 12,470 RENTS 








For a Merry Christmas in your Tool Department — 


Millers Falls I9ot 


PICK YOUR OWN SELECTION FROM 
THESE FAST-SELLING TOOLS 


No. 87 
Block Plane 
$2.50° List 


No. 1200 
Combination Square 
$2.00° List 


/ / 


No. 8504 
Screw Driver Set 
2 * List 


No. 77 
Mond Drill 
$3.30" List 


No. 725 
Nest of Sows 
$2.95° List 


~_-_-—-— 
hes —_—_ re " 


No. 590 Torpedo Level 
$1.80° Liss 


Yr Ne. 188A 
Automatic Drill 
$3.80° List 


No. 2120 Buffing 
and Sanding Attachment 
$8.45" List 


— oe iia 
No. 29 Automatic Screw Driv 


er 
with Attachments — $3.80" List 


*Prices slightly higher in West and Canada 





MILLERS FALLS 
pastel a 





CHRISTMAS COVERS. 
Each tool shipped 
with gift cover over 
standard box 
Should any tools 
remain unsold after 





EYE-CATCHING DISPLAY STREAMERS. Specify 
number needed. ideal for store or window dis 
play to build gift sales for your tool deportment 


o—, 


She Mack of Duperiovily 


Christmas, covers 
con be easily re 
moved and tools 


put in regular stock 


Order Early from Your Jobber 
Fa 








———— 
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FIRST IN THE FIELD... 
FAVORITES IN THE STORES 


Getting steady customers is easier if you 

sell the RED HEAD line . . . customer satisfac- 

tion on quality and usefulness in the field can always 

be traced as the reason why they come back to your store first. 
The RED HEAD complete line of hunting and fishing 

clothes and equipment will help you build a highly 

profitable business the year around. Seasonally, RED HEAD 
offers many outstanding “leaders” to bring in store traffic. 

Get the RED HEAD story and you'll soon be a 


RED HEAD dealer. Write, wire or phone us today. 


RED HEAD 
CHECK LIST FOR FALL SELLING 


> SQUALTEX Hunting Clothing * Holsters 

> FISHUNTEX Hunting Clothing > Rifle Slings 

> “BONE-DRY™ Hunting Clothing > Canveos Creels 

*» Hunting Hots and Caps > Duffel Bogs 

> Deer Shooters Protective Clothing > Pack Sacks 

> Fishing Clothing > Outboard Motor Covers 
> Shell Vests 

> Shell and Cartridge Belts 

> Shell Pouches 


, me, 
a —= 
> Leggings . » “ 
> Recoil Pads _ 
> Gun Cases, . - 
Canvas, Leather, Plastic --- . 


: BRAND COMPANY 


4300 WEST BELMONT AVENUE, CHICAGO, ILLINOIS 
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Smal 


Peaslee-Gaulb 
Louisville. 
Kentucky 


Dear Sirs 


I feel it mY d 
Sealkoatt and 


contract 


That’s customer 


true sealing 
have been foo 
was finished 
it very succes 


and a perfec 
ve 


satisfaction . .. 


the kind 
that PEE-GEE i 
dealers 

turn to 

profit! 


olds 


am sold on all 


\ 
“eeeeremeereneerncnrenerrl aiaiad 


Mr. Bryant’s letter is more than a handsome tribute 
to two Pee-Gee products. It typifies the long- 
standing and ever-growing response from the con- 
tractors in the field whose income depends upon 
the kind of job they do for their customers 
Sealkoatt and Flatkoatt are great products 

but no more so than all the rest of the top-quality 
Pee-Gee line—such as Onekoatt House Paint, One- 


PEASLEE-GAULBERT 


Serving the South Since 1867 


H. R. B 


PAINTING 
ert Paint and Va 


uty to write your compan 
Flatkoatt comb 


er so comp 
on all surfaces. 
led badly eno 
when only the 
sfully in BY 


never worke 


a solid color regard 


RYANT 
and DECORATING 
quences, New Mexi° 


5 
r Conse 
Truth 0 1950 


September 20, 


rnish Co 


t 
y regarding your grea 


ination 


ing business fo 


y that in 

lete in hide, 

In fact, 

ink tha 

t had be 

at. No rop : 


ugh to th 
Sealkoat 
enamel underco 


As 
amel coat. : d 
E.the oom nat flows rreely & 


eeP tonge In fact, 


less of de 
ucts 


Pee-Gee prod 
at 
ets ncerely yours, 


WAR fray oS 


Pad 


koatt Semi-Gloss and Onekoatt Enamels. And for 
the ever growing needs of color-minded customers, 
Pee-Gee offers dealers the Library of Colors and the 
new Flatkoatt Deep Tones! 

We'd like to talk with you, man-to-man, about 
the profit advantages of handling the Pee-Gee line. 
Why not write now? Some 
dealerships are open 


PAINT & VARNISH COMPANY 


223 N. 15th Street, Louisville, Kentucky 
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Tapat«o 
MAKES PREMIUM PRODUCTS 


% Only pure Java Kapok, luxuriant flotation material is 
used by Tapatco to make the safest most buoyant 
marine safety products in the world. 

*% National advertising and merchandising, backed by a 
company reputation for standing squarely behind every 
product. 

* Uniform colors and materials . . . dyed, pre-shrunk 
and water-repellent treated in Tapatco’s own dye plant. 
Every order is exactly the same color . . . and there's a 
wide selection to choose from 

*Tapatco marine safety products are hand stuffed to 
protect the buoyant properties of Kapok. No uneven 


bulges such as are often formed in ordinary cushions 
and mats. 
x Conveniently packaged products . . . simplifies stock- 
ing and handling problems. Small unit packages keep 
stock clean — boxes unbroken. 
* Extremely attractive discounts make the Tapatco line 
a real profit builder. 
Get the complete Tapatco line of Marine Safety | 
Products, Sleeping Bags, Parkas and Sport Shirts \ 
—and you'll sell the finest money can buy. Ask 
your jobber for Tapatco. 
THE AMERICAN PAD & TEXTILE CO. 
a 
I > 
5 / 
* 
‘ . 
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PLEASE VISIT US 


Model 50/50 
18” Cut 
1.1 H.P. Engine 


50 YEARS OF... 


HALF WAY THROUGH A CENTURY... 

With a basic business formula—building a good 
product and telling people about it .. . 

LOOKING AHEAD to finer Davis lawnmowers 
greater values for your customers—larger profits for 
you... 

And presenting with pride the new 1951-52 Golden 
Anniversary line of time-tested, customer-preferred 
Davis mowers—with exclusive features found in no 
other mower .. . 

Continuing proof that finer quality can bear a 
modest price tag... if the brand name is Davis. 


SALES LEADING DAVIS 50/50... 
biggest value in 18” power mower 


Every quality feature plus exclusive Davis 
Flex-A-Matic Safety Clutch}. Simplest. Safest. 


—Briggs & Stratton and Clinton 1.1 H.P. Engine 
—Hyatt Automotive Precision Roller Bearings 
—Semi-Pneumatic Rubber Tires 

—WNew Easy-Oil Hub Caps 


—Color: Canary Yellow with Canterbury Bive Trim 


tExclusive Davis FLEX-A-MATIC 
Safety CLUTCH 
A V-Belt Automatic 

Transm n! Elin 
nates necessity for sep 
arate Clutch-control 
Fully automatic Safety 
elease manually con 
trolled. Clutch operation 
controlled by throttle 
ever Prec n-made 
No adjusting 


DAVIS UNIT BOXED 
EXCLUSIVE! PATENTED! 
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SINCE 1902 


GREATER VALUES "Thies cma Poe 
NEW! Built the BEST DAVIS 1951-52 Line ithe Built 


Sales-leading Davis 50/50. Safest. Simplest. Today’s big- S , the 
gest value in an 18” power mower. Best 
‘Big Brother’ Power Model 52. All the pace-setting 
features of Model 50/50 plus 22” cut. 
Rotary Model 51. Cuts tall grass to carpet smoothness 
and grinds cuttings to fine mulch. Pulverizes leaves and 
spreads over lawn providing nature's best fertilizer. NEW MODEL 52 
Two superlative hand mowers Four Square Model 56 en Sevie Flea 
and ‘“Whispering’’ Model 57. Davis streamlined beauty Safety Clutcht 
and mechanical perfection. Briggs & Stratton 1.6 H.P. Engine 
See your Jobber . . . or write us for full details. Hyatt Automotive Precision Roller 
Bearings 


G. W. DAVIS CORPORATION Semi-pneumatic rubber tires 
RICHMOND, INDIANA, U.S.A. «+ Established 1902 New Easy-oil Hub Caps 
Color: Canary Yellow with Comber 
Green Trim. 


ROTARY MODEL Si 7. 


New 
Model 52 
22° Cut 
1.6 HP. 
Engine 


4-Square MODEL 56 . Whispering MODEL 57 
/ ° Streamlined Stee! Shield + 10° 
New! Improved! Smartly a. | Sem 


10” Wheels + Semi- “ 
ber Tires + 6” Reel, 5 Blades, 4 
Automotive Roller Bearings 
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That depends largely on how 

actively you are going after this 

present rich market. For, even with 
building restrictions, it seems probable 
that this year will see some 800,000 or more 
new homes built. 


But that’s the smaller part by far of your 
profit picture! Consider the tremendous demand for the 
reroofing, maintenance, and repair of the millions of existing 
dwellings, farm buildings and non-residential structures. Line 
up with Barrett and get your share of this business. 


Barrett puts you in touch with this rich market through its 
powerful, full-color, full-page national advertising in The Saturday 
Evening Post, through farm magazines, and through its unmatched 
sales-promotion program, which includes store and job signs, window 
and counter displays, direct mail and selling manuals, samples—in 
fact, everything you need to find prospects and close sales. 


Get in touch with Barrett today. Ask for full information 


about the complete Barrett line, which includes special THE BARRETT DIVISION 
lock-type shingles as well as “conventional” designs. They ALLIED CHEMICAL & DYE CORPORATION 

» ¢ 72 > TT . eat Ba ‘ ee i = - 40 Rector Street, New York 6, N.Y 

are approv d by l nderwriters Laboratories, and meet every 208 W. Wecher Brive, Chicoge 6, tt 
requirement for superior roofing and reroofing at moderate 1327 Erie Street, Birmingham 8, Alc 


36th & Groy's Ferry Ave., Philodelphica 46, P 
cost—values your competitors just can’t beat! =e tg 


38 SOUTHERN HARDWARE for SEPTEMBER, 195! 





LO35CO 


IS SETTING OFFA 


that will send your sales 
of Model 4-D Step Stools 
sky-high 


Plan now 
October "4-D Day” in your store: 


Here’s an event that’s sure to make sales history 
in your store . . . Cosco’s all-out autumn pro- 
motion of Model 4-D Cosco Step Stool . . . the 
leader in America’s leading line. Backed by the 
heaviest concentration of advertising for any 
single event or product in the entire industry's 
history. Make the most of this great opportu- 
nity to set new sales and profit records in your 
store all through October. Give your store strong 
identity as Cosco headquarters in your com- 
munity ... plan your own local tie-in campaign 
now. Make sure you have plenty of Model 4-D’s 


on hand ... order now, in all six colors. 


UPA 


HAMILTON MANUFACTURING CORPORATION - COLUMBUS, INDIANA 
Household Stools, Chairs and Utility Tables 
SOUTHERN HARDWARE for SEPTEMCER, 195! 


to make every day in 


Mode! 4-D COSCO Step 
Stool: Rubber -treaded 
steps swing in, swing out 
it's ao seat— a ladder 
all in one. Duran up 
holstery in six smart col 


ors, chromium finish 


“Ce el) 
Guaranteed by > 
Good Housekeeping 

> 


5 
At coconats OE 


Generating the power for this 
giant, profit-building promo- 
tion will be colorful, big space 
ads in October issues of Better 
Homes & Gardens, Good House- 
keeping, Household, House Beau- 
tiful, House & Garden, and 
Country Gentleman, plus a 
full-page, two-color “send-off” 
ad in the September 29 Saturday Evening Post... 
16,019,329 powerful, Model 4-D selling messages in all. 
And for your own local promotion, Cosco provides— 
absolutely free—mats of complete ads for local newspaper 
use... product mats or photographs and copy suggestions 
for creating your own ads... radio commercials and 
colorful posters for your floor or window display. Order 
all these aids right away . . . make this the biggest profit- 
harvest on record. 
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Rotit Builder 


OF THE YEAR! 


SILVER STREAK R-W 
No. 1019 Vanishing Door Hanger and Aluminum Track 


R-W Vanishing Door Hardware 
. . » for thin wall installation 


and noiseless operation 


Every home-owner and builder in 
your area is a prospect for Richards- 
Wilcox SILVER STREAK Vanish- 
ing Door Hardware. 

Because a house equipped with 

Wardrobe built in master bedroom with sliding (vanishing) doors vanishing doors operating on 

operating on R-W SILVER STREAK hardware. Note spacious SILVER STREAK Hangers and 

room for wearing apporel, shoes, etc., of both husband and wife. Aluminum Track is the last word in 
compactness and convenience. Every 
room has more room—more space for 
permanent arrangement of every 
piece of furniture. 

SILVER STREAK is applicable 
to the thinner walls of modern home 
construction and has many exclusive 
features in its design and fabrication. 
For detailed information, write for 
our illustrated leaflet showing the 
various SILVER STREAK hangers 
and hardware, with architectural 
sketches showing methods of applica- 
tion to doorways. For profits too 
important to pass up, stock and sell 
SILVER STREAK No. 1019 Van- 


Notice the beauty and space-saving convenience of doors which pti ; 
ishing Door Hanger and Aluminum 


do not project into the room, either forward or sideways, and 
which eliminate dust collecting edges and projections. rrack by Richards- Wilcox. 


RICHARDS 
wiLcox 
ee ee ee ee ae a ae a ae 
AURORA, ILLINOIS, U.S.A. Bronches in all principal cities 
SUDING DOOR HANGERS & TRACK + FIRE DOORS & FIXTURES + GARAGE DOORS & EQUIPMENT 
NDUSTRIAL CONVEYORS & CRANES + SCHOOL WARDROBES & PARTITIONS 
Shae ie) Meelis) Mel.s yi lem seed ls 
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You'll have a smooth 
selling line When You Stock 


ws 


ih 
iH 


e 


—~=ae 
~~ 
A 


aa 
| aad 


* 
Ke 2 ee 


You don’t have to read a book to learn how to win 
friends nowadays. With J&L Ware you'll have the 
smoothe st line in the country, because the ]&l Steel 
Barrel Company has applied J&L quality controlled 
methods of manufacture to the production of galva 


nized ware. 


[he resulta new line of popular utility items 
strongly built with sturdy corrugations and rein 
forcing bands, strong bails and handles with bail 
and handle ears securely fastened all galvanized 


by the best quality controlled methods 


What’s more, J&L Ware is priced right for the big 
volume market the market that gives you the 


most profit and the quickest turnover. 


= > 


J&L STEEL BARREL COMPANY 


{ Subsidiary of Jor Laughlin Steel Corporation 
CHRYSLER BUILDING, NEW YORK, N.Y. 


e,N.}. @ Cleve ¢ Philadelphia, Pa. ¢ New Orleans, La. 
nN ‘ . 
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*1_ B. dealer 
provides proof of 
Lowe Brothers 
outstanding 
salability! 





Many advertising claims have been made about the superior selling 
features of various paint brands—but no amount of words can beat 
authentic sales facts . . . like these from a typical dealer who proved 
Lowe Brothers extra salability right in his own store 


This dealer was unbiased —held no love for Lowe Brothers or any 





other line. He only wanted to tie-up with one that would give him 
satisfactory volume. He tried three. With lines #1 and #2 he could 
not get the volume he expected, regardless of steady local advertising 
Then he put in Lowe Brothers and his first year’s volume was more 
than double the yearly volume he had realized from the other two 
lines combined! 

What better proof could there be of the wide margin of consumer 
preference enjoyed by famous Lowe Brothers Paints? Remember, it's 


consumer preference that makes sales And it’s a perfect combina 





tion of product quality, appeal, distinctive packaging and consistent, 
aggressive advertising support that creates consumer preference 
Lowe Brothers Dealers everywhere are reporting similar facts. For 
far more profit from paint, the proof points to Lowe Brothers! 
* This The Lowe Brothers Company * Dayton 2, Ohio 
Lowe Brothers 


=" (gaye Brothers 


PAINTS * VARNISHES . CONSUMER APPEAL 
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with the NEW WOOSTER 


On, Fainte 


Perfect Painting — 
with OIL, RUBBER or Made with the 
_ WATER-BASE PAINTS! WONDER FABRIC 


agement DYNEL! 
smoothly and quickly, without splashing or 


Sell satisfaction with the roller that looks 
better . . . paints better . . . lasts longer! 


Wooster Roll-On Painters, with covers of 
Dynel, give you these sales advantages: 3 
ss sizes—4'2", 7” and 9°; hardwood 
andles that won't slip or turn; bright, rust- 
proof plated steel rod; new end cap, with 
integral bearings, made of durable tempered 
plastic; water and solvent-resistant cover 
core. Covers are interchangeable with those 
on most conventional rollers. Low-cost re- 
placement covers are available. 

Stock the Wooster All-Purpose Rol/l-On 
Painter now. Contact your distributor, or 
write direct for name and location of the 
Wooster representative nearest you. 
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ie ‘Remington Dealer Letter 


BRIDGEPORT, 





This Remington booklet makes it 
easy for dealers to comply with 
record-keeping provisions of the 
Federal Firearms Act, the law 
which requires you to maintain arec 
ord of interstate sales and purchase 
of firearms and pistol ammunition. 

The Remington Firearms Record 
Book has column listings and space 
for the necessary entries, and com 
pletely outlines the legal responsi 
bilities of a retail dealer 


You'll find that this book not 





only makes record-keeping simple 

but gives you a sales booster, too 
You couldn't find a better prospect 
list for your direct-mail promotion 
activities. Anybody who buys a 
gun is a regular customer for ammu 
nition and a host of related prod 
ucts shooters need and want 


To get your free copy of the 
Remington Firearms Record Book 
write to Remington Arms Com 
pany, Inc., 939 Barnum Ave., Dept 


HW, Bridgeport 2, Connecticut 











How to Tie Your Sales 
To a Hard-Hitting 
Advertising Campaign 


Remington advertisements run in an 
impressive list of national magazines to 
make certain that your customers know 
the story of Remington quality and in 
tegrity. 

But an important link in the sales 
chain is missing until you attract the 
customer to your store, and ring up the 
cash register 

To help you snap this link in place 
Remington has prepared a complete as 
sortment of dealer advertising mats and 
electrotypes, ready for you to use in 
your local newspaper advertising —or 
on circulars, programs, direct-mail ad 
vertising, posters 

lhey're proved pullers. Shooters /:h« 
to read about guns and ammunition and 
are attracted to advertisements show 
ing pictures of them. That's been proved 


in survey after survey 
Wingmaste R t Ss. P. oF 


44 


ngion 
oli 


And they're easy to use. Just select 
the product pictures or advertisements 
you want, and order mats or electros 
for use in your local newspaper adver 
tising this fall. The advertising mats 
make provision for featuring your firm 
name and address 

For your copy of the Remington ele 

rotype catalog from which you can or 
der free mats or electrotypes of Rem 
ington products, write Advertising Se« 
tion, Remington Arms Company, In« 
Bridgeport Connecticut 


r B ( 


SOUTHERN 





CONN. 


Interchangeable barrels 
are a winning sales point 











Already dealers are cashing in on the 
great new selling feature of the Rem 
Model 870 

instantly interchangeable plain barrels 


ington ‘“Wingmaster™ 
From the customer's point of view, it is 
one of the most important improve 
ments ever made in pump action shot 
guns. It means that a shooter can equip 
himself with extra barrels having the 
right ‘chokes and lengths for many kinds 
of shotgun shooting. And he can do this 
immediately, with no fitting necessary 
To the dealer, the “Wingmaster’s” 
interchangeable barrels are a triple sales 
id vantage 
1. By stocking a few extra plain barrels 
the dealer will always have the right 
gun for his customer 
2. Many 


want two barrels. A sizable extra profit 


"Wingmaster™’ buyers will 


for the dealer 
3. Present “‘Wingmaster™’ owners are 


excellent prospects for a second barrel 








0 know wi j 


se on Mars.”’ 
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Market's HOTTEST 
Radiant Heaters 


ET a a o 
Wipy, Sw > 


ROYAL No. 555 


Royal Radiant Heaters (clayback) are great favor- 
ites all over the south. Quality workmanship and luxu- 
rious finish sells these heaters. No. 555 shown above 
is 20,000 B.T.U. Features chrome plated steel hearth 
plate, cast iron brass plated legs. Front is high gloss 
baked-on brown enamel. Radiant heaters made in 
many other models and sizes. 
All Royol Heoters AGA Approved for 


Natura! Monutoctured and LP 70% 


(Butone-Propane) 


ROYAL GAS LOGS 
FOR EVERY HOME 

Most = realistic looking 

ideal for fireplace in sum A 

mer or winter. Available Q 

n 22,000 B.T.U. (20 

wide} and 30,000 B.T.U 

24° wide). Furnished with 

out § andirons Andiron 


availiabie at extra cost 


WRITE TODAY FOR ILLUSTRATED FOLDER 
AND NAME OF YOUR NEAREST DISTRIBUTOR 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


CHATTANOOGA 6, TENNESSEE 


Quatity SINCE eer 








d 


Leel 
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“SALTWATER-PROOF 
is my big story about 


_ 


LUMITE! A) 
| __ 


says MR. JOHN J. LOMBARDI, 


of Lombardi Brothers, 
Manhasset, Long Island 


“In this ‘salt water area’—on Long Island Sound 
—the damp, corrosive salt air is plenty rough on screen 
cloth. But not when it’s Lumite screen cloth! I tell my the screens. The screens have been left up all year 
customers how I've seen Lumite stand up under this ‘round for years—yet the Lumite screen cloth still /ooks 


toughest of all tests: 


like new and has not stained! 


“There are several Lumite-screened houses right “This ‘salt water story’ sells plenty of Lumite—and 
down at the beach, where the salt spray actually hits the customers keep coming back for more!"’ 


Even if you are NOT in a coastal area 
that’s a mighty fine way to put across 


THE BIGGEST STORY IN SCREENING! 


Here's the basic Lumite screen cloth story: 


A a RUSTPROOF 


/ lt can't rot, mildew or corrode! 
Never needs protective painting! 
Won't stain sills or sidewalls! 


Stronger, longer-lasting! Ideal for 
every exterior use! 





BACKED BY THE BIGGEST ADVERTISING 
CAMPAIGN IN SCREEN CLOTH HISTORY ! capinatiiniin 


LUMITE DIVISION « Chicopee Mfg. Corp. of Georgia * 40 Worth Street, New York 13, N. Y. 
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Washington News 


- «+ « « Orders, Regulations, Priorities 





Customary Margins Assured 
by New Controls Measure 


THE NEWLY-ENACTED Defense 

Production Act, signed into law by ition businessmer 

the President on July 31, provides made some impressio1 ) 

for continued price, wage andi _ for the terms of Regulation W ; » , 

credit controls until June 30, 1952 government's credit control law Mie init ness 
While there are no drastic have been eased permitting lowe! 


changes in the new law, whole- down payments and 


genera reauc 


salers and retailers are expected period to pay on some item 
to get considerable relief. Under e cepted item 
the law, OPS is required to guar- . ii a 
antee hardware wholesalers and New Price Control Law year % a. tees 
retailers (and every other trade) Protects Trade Margins hall he agin 
their customary percentage mar- amount of the reduction 
gins over costs of materials during IN THE DEFENSE Production Act somary sardine to be it 
the period May 24, 1950, to June’ as it was revised by the current on retail and whole 
24. 1950, except for certain items Congress and approved on July wh item the Pre 
in short supply 31, there is one new section which 

And relief for manufacturers is specifically protects the customary Sastad vateil 
in the works. OPS in mid-August trade margins of retailers and. norning tI 
indefinitely postponed the manda- wholesalers. This is Section 104 amnasiat at the 
tory effective date of six basic (k), as follows 
manufacturing regulations so as to (k) No rule, regulation, orde 
preserve the status quo” until or amendment thereto shall here- 
OPS can issue regulations to carry ifter be issued inder th title - 
out the Capehart amendment to which shall deny to sellers of ma- New Price Regulation on 
the DPA terials at retail or who'esale t! Asphalt Roofing eeeeee 


The Capehart amendment pro- customary percentage marg 


auction i 


o excepted 


ilt with repre 


propo ed witl 


tem 


des that “upon application and ; over costs of the material ILING PRICE 
proper showing of prices arm t period May 24. 1950 
ts’ OPS shall : ju lin 2 1950. or on t 
costs changes, including representative 
to July 26. The OPS inder section 402 
(CPR the 


col ex 


vernead 

cut-olf di 

n materia 
Meanwhile 
des that m iling c% ) ’ IN ACCORDANCE W 

agricultural produc in 4 of the Defense Produ 

livestock, below 90° f prices re terms of Regulatior 


ceived by producers on ay { controlling 


An 


( 
l 
(This prohibit additional yf been e: 
posed rollbacks in beef price The 
However, an anti-collback pro- maximu 

vision of the law provides that no _ stallmen 

ceiling price on non-agricultural household 
products can be below the prict televisior 

just before the date of the regula- repair and impro 
tion’s issuance or the prevailing In accordance 
price between January 25 and legislation, down 
February 24, 1951 quirement fo 
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DIXISTEEL 
BALE TIES 


LUE, thé 





spiral wrapped 
single loop 


= your cash register again and again this year 
with Dixnisrret Bale Tie sales. There's a big profit in every bundle 
you sell and farmers are baling more hay and forage than ever before. 
So make your store headquarters for the bale ties Dixie farmers 
prefer—DInisTEEL. 

DixistEEL Bale Ties are easy to work. yet strong enough to with- 
stand more strain than is ever brought to bear on them. The special 
Spiral Wrap keeps the bundle in perfect condition. stiffens it and 
makes it easy to handle. Ties do not become bent or tangled. rhe 
bundle is clearly tagged on the end to show the gauge and length of ties. 


A complete range of DixisteeL Bale Ties is available. 


Order now from your wholesaler and be ready for harvest time 





ATLANTIC STEEL COMPANY «+ ATLANTA, GEORGIA 
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4 
DT ulhern 
i951 


HARDWARE . 


An Effective Job of 


pened HARDWARE store, a 

moderr progressive 

munity hardware busines n kK Ad ANNI NG « 
i OR 4 4a a a a J 


Antonio, Texa might well e tne 
slogar The Hardware Store 


Where Buying Is Made Easy 


Oliver Holden, owner ¢« he bu a 
ness, has taken a few ideas fron for a community store 





Stair step arrangement at top 

of this island fixture provides 

space for display of small items. 

Glass walls, with metal edges 

and fasteners, are used to par 

tition off the small compart 
ments 


SOUTHERN HARDWARE for SEPTEMBER, 195! 





This “shed roof” type display has flat area at extreme top for displaying 


bulky items. 


Angular sections are divided into small compartments 


having wire mesh bottoms, These wire bottom sections permit free 
circulation of air around the plastic and rubber items displayed here. 
Ample aisle space surrounds this and all other fixtures 


first, people of this suburban area 
seemed to welcome a well-stocked 
store that could them the 
seven-mile trip to the down-town 


Save 


stores 

Holden decided in the beginning 
to operate what he calls “a country 
store,” carrying all 
items that people of the com- 
munity might need, and he has 
held pretty closely to that concept 
of a community hardware store 
was to do 
and 


hardware 


His second basic idea 
away with the bins 
out-dated shelves 
in the hardware store 
sign fixtures on which 
dise could be displayed in ; 
ind easy 


boxe 
often 


and 


found 
to de 


merchan 


ner easy to see 





In his original store this 


not be accomplished to 
entire satisfaction 
of space. But 
store, two 
able to incorporate 
cerning display—and 
usual effects 


years ago, 


because 0 


could 
Holden 


lack 


in building the new 
Holden 
his ideas 
with 


Was 
con- 


un- 


In building his new store Holden 
was faced with a self-imposed con- 


tradiction in store 
wanted to follow 
methods of display 
Yet, he did not want hi 


t 


ness to 


variety 
and sal 
hip 
resemble the 
this type 
was a wide 

iten 


store ol 


there 
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plannin 


He 


store 


sman 


bi 


igerators, televisio1 
sets machines 
lawn small home ap- 


pliances that he wanted to display 


of refi 
washing 


ventory 
powe 
mowers and 
to best advantage 
His answer to this problem was 
to build the “handsomest ta 
store in Harlandale whicl 
turn was filled with display 
of his own design, yet which 
bodied the variety 
to-see to-reach” prin 
A simple Texa 
chosen for the store, 


store 
easy 
aesign wa 
with ranch 
backed by full-lengt! 


type porcn 


plate-glass display windows giv- 
ing a view of the entire store fron 
the Ample parking spacs 
was provided in front for cu 
tomers 
The 
structed of 
inside and out 
paint. For the 
floor was laid and covered 
To assure prope 
was 


street 


building We cor 
structural tile with 


store 
walls covered wit! 
cement interior 
concrete 
with asphalt tile 
ventilation a row of windows 
installed along the top of one wall, 
the windows being backed up by 
two large fans at the rear of the 
store 

Finally, a color scheme of 
green for the walls and old 
for the fixtures was chosen. Prett; 
stylish for a hardware store? Px 
haps so. But Holden believes that 
attractiveness should pay off 
well for a hardware 
a flower shop. And judging by the 
steady it 
ing the 
are women—his 


dee; 


rose 


store as fol 


stream of customers v1 
tore—50 percent of whor 
conclus! 
correct 
Holden desig 
play fixtures which are 


tne standai 


ned all 


ments on 


(Conti 
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During their odd 
moments, salesmen 
assemble knocked- 
down wheel goods, 
in order to have 
them ready for dis- 
play and sale long 
before Thanksgiv- 
ing. The store's con- 
venient lay - away 
plan serves as an 
inducement to cus- 
tomers to select 
toys and wheel 
goods at an early 
date and have them 
laid away until de- 
livery is requested 
at Christmas time 


With this early lay-away plan they 


Give Santa a Head Start! 


ae wf Oe ont in Little nad arger articl 
Rock Arkansi to show 1 < tome! 


wheeled goods for Christm: the liver ayv-away ticket 
Act Hardware Co 4 t eto! i! pecial cabinet, and eacl 
Thanksgiving, wagons ricycl ment is marked on the ticket 
and tribikes appear th li Once a customer uses Ace Ha 
windows, on the s! in fror ware Company 
of the 
play 

An 
tomer! 
ping eal ’ s lay-away 
policy, which is featured promt- nd » ofter 
nently in signs and newspaper ad tion to buy 
vertising. Customers are urged to lay-away plan agai 
make an early selection, to pay Assistant Manage 
one-third down, and have then prepares for a b 
selection laid away, to be paid fe 1 on wheel 

1 


in small weekly installments, for ar] Most of the 


Christmas delivery goods are bought | Ju and Early displays of wheel goods 
A convenient section in the back alesmen use their slack momer stimulate Christmas shopping 

of the store is set aside for storing to assemble wagor and othe 

these lay-away purchase becaus¢ article that come na mi for T g wheel goods, is found 

most customers do not want the knocked-down state 10 effective during thi 

tovs delivered until a few days be By the time the tore is ready pl ason period, A large display 

fore Christmas. While customer » begin displaying wheel good often in tomers to 

are urged to take maller wheel everything is in order for Christ 

toys—such a cooters, wagons nas buying. The store long bank and 


oon as final payment 1 of small display window ideal 
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uch as small electrical appliances 
begin to enjoy the pre-Christma 
buying 
“When we 
and tricycles in lay 
lay up a number of iror 
mixers othe: 
Haase pointed out 
Christmas early 
early 


begin putting wagon 
-away, we also 


ap} liances 
“Start 


and 


wheel 
give us an start on 


hardware line 

Suburban Location 

Located on the outer 

downtown busines 
Hardware Co. offers convenient 
parking facilities. Customers al 
ways are able to park in front of 
the store or within the block, and 
Haase has found this to be a bis 
encouraging early 
with pay 


advantage in 
hopping and lay-away 
ments made weekly 
“Wheel and lay-away 
with weekly payments, help floo: 
traffic and boost volume,” Haass 
aid “We specialize on whee 
and have the reputa 
having the best variety ir 


goods 


goods now 
tion of 
town 
Careful buvir 
offer an outstanding leader at 
Christma uch a a brighth) 
a low price, and 


Haase te 


enable 


colored scooter at 
these item in large 
These do not ge 

but the 
inducement to customers to 
chase other 
Ace Ha 


gifts early 


he sell 
quantitie f l 
lay-away do serve as 
items and to 
Store for Chr 


rdware 
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Once a customer uses the lay- 
away plan, her name 1s placed 
on file to receive telephone 
calls on various holiday occa- 
sions. Response has been good 


The second island-type fixture ha 


three rows of shelves beneath the 


surface which likewise are divided 
into a number of compartments 
However, it was in desis 
tops for these island fixture 
Holden 
One has a stair-step top 


three 


gave his ingenuity 
rein 
two ste} measurll 
and six 


top of thi 


high inche 
extreme 
area provides room 
of somewhat lat 


walls with metal edge 
fastene! al ised for 


for the 


these 


compartments 


Thu 


helve 


and 
The other 
has iat Holden 1 
“shed-roof” top Here 


irea at the extreme t 


Small wheel goods are shown in 

the front display window long 

before Thanksgiving to encour- 

age early Christmas shopping . effect he strived to accomplist 
tore visibility 

Store Planning ibility in whi till 

ially 

(Continue ron 1g : . 


tore display counters. All are o The 


Y 
mentized thi 


the same dimensior 30 inche 
high, 30 inches wide and 60 inche fixtures art 
facilitate pattern 


the l front of the 


long—to their re matic 
rangement iu 
play fixtures are of di appliance 
types. One is a flat-top table, hav 
ing one shelf beneath located only al item 
inches from the floor. Thi Wall 
ample space for plays of chi 
The two other ) irvy good 


erved here 
three helves ar 
provides 
merchandise 
of fixtures used are of the island h 
type, One has two ro of shelve 

beneath the 
and these 
divided into a 


irdware 
urface of the fixtures 
helve turn, are 


number of section 
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A pipe threading and cutting 
machine, plus a sizable stock of 
pipe, pipe fittings, and plumb 
ing parts, is the source of a 
$2,000 monthly volume for 
Ernest Swan, shown here in 
this profitable corner of his 
store. This department of the 
business operates with mini- 
mum overhead since no skilled 
mechanic is required 


30% of ar 
A Parte Pr 


and machinery for 


SMALL 9x12 
voted to 


de- 
supplies 
handling small 


section, 


volume of 
Hard- 
And this 
with a 
skilled 


repair jobs 
$2,000 a 
ware Co 
profitable 
minimum 


proauces a 
month for Swan 
Mobile, Ala 
nook operates 
overhead 
mechanic being required 
In this 
Is a pipe 


machine, a 


ol no 


rear corner of the store 


threading cutting 
of pipe 
fittings, and a 
numerou 
plumbing part 


section 


ana 
table display 
elbows and various 
shelf of 
mall pipe 
Altogether: 
contains an inventory of 
$3500, but here 

The pipe cutting and threading 
machine, which cost approximate- 
ly $500 when new, but which wa 
purchased second-hand from a 
local company that was being dis- 
solved, paid for itself only a 
short time and now both 
a profit-builder and traffic-puller 
for the entire store 

During the winter month 
pipes were 
cold weather 
musual, but 
According 
of the 


formed a line 


bins containing 
and 
the 


average 


entire 


turnover is fast 


in 


serve a 


wher 
by 
1 an 
satislactory 
Ernest Swan 
home-ownetr 
the entire 
sidewalk 
piece 
part 
repair in 


frozen or damaged 
the store 

very 
to 


store, 


enjove 


trade 
ownel 
through 
onto the 

held a 
ruined 
to 


store and out 
Each customer 
damaged pipe 
which Swan was able 


of minutes 


or a 


a matte! 
Pipe threading and cutting car 
nominal Cutting 1 
performed for 10 foot 
while threading de- 


charge 
cents a 


charges are 


ual colume from 


> . "a" 
LUMBING 
SUPPLIES 
» t ‘ 3 4 Ar 


and repair jobs 


By S. N. Williams 


ermined by the numbe! 
cut. 
These 
amount to a 
time,” 
value of 
machine 
tract customers 
tional 
pipe 
closely 


mall charge 


izablk 


the 


lies in it 


Naving 
ability 
ana crea 
And 


repail 


store tratfi 
fittings and 

allied with othe: 
do 


having ¢ 


items, we realize 
by 


around the 


g or threading 


ustome! 


ales 
whue we 


pipe ft 


store 
Ev 
the 
tomer 

pipe for 
in building 
local customer 


On a wall display 


en no other 


ha 
goodwill 


him 


row ol 


ection are 
of hand tools 
catch the atter 


tomers 
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amount 


‘ 
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ti 
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Wastebaskets, bread boxes, and 
rannister sets appeal to both 
new and old home-owners, says 
Owner H. A. Thomas. Located 
in an area of new homes, 
Thomas analyzes such needs 
and is equipped to offer his cus 
tomers timely and helpful in- 
formation in meeting house- 
hold needs 


L. H. Houck 


What It Takes to Win those 


THEN H. A. THOMAS opened hi *~ 
Yorkshire Hardware store QSunlpuseclpcan 

for business last December, he had » < 
definite ideas on how to win sub 
urban customers; and his steadily 
climbing volume has proven that 9 ust Omers 
these ideas were correct » » 

With eight years’ experience in 
chain store operaiion and five 
years with a leading manufacture! 
of hardware merchandise, Thomas 
decided on a location in a growing 


house-keeping,. And Thomas kee} department at 

an eye on this potential market ware st 
One of the first project 

home-owner will start 

home-owners, he reasoned, would 


ocked Dulk 


area of new homes, because new 


awn in shape, In some ci tilizer pellk 
! 
l 


need more hardware items than 
second project is 


older, more settled resident ‘ flowers and shrubs. I 


ime in small bag 


ror tl trade department we! 
he selected a new and attractive 


shopping center in Yorkshire Vil- 
lage, west St. Louis, Missouri, fac- 
ing one of the most heavily trav 
eled highways and located about 
10 miles from downtown St. Louis 
More than 500 residential dwell- 
ing units have been built and sold 
near the store, and near these 
units are other new sub-division 


in the spring, the lawn and garden lawn mowers in ; 


some completed, some under con- 
struction. By carefully analyzing 
the needs of these new suburban 
home-owners and, in many Cases 
anticipating these needs before 
they actually materialize, Thomas 
has been able to build up a profit- 
able trade and a growing list of 
customers 

Most of the new home-owners in 
Yorkshire Village have recently 
changed from apartment hous¢ 
living to individual home owne! 
ship. These potential customers do 


~ 


not own a hoe, rake, lawn cart - _ 


shovel, or even a claw hammer o1 Thomas helps a customer select the right paint for remodeling a room. 
screwdriver when they first set up Most suburban customers do this type work themselves in slack moments 
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evening 


This typ 





leads 


By catering to the carefully-observed tent 
needs of home-owners in his area, this 
aggressive dealer has built a substan- 
tial business, though he sells for cash 
only and does not offer delivery service 











Also, there were forks, hoes, hanu the informatior 
gardening tools and other such vising haphazardly) 
items on display. The department mistake might ea 
realized a substantial volume tomer. If he doe 
Many of the new home-owners answer to the 
Thomas learned, soon become dis to find out for 
satisfied with some part of their 
new homes, and this dissatisfaction 
usually concerns the interior 
decoration. They change the colo! 
schemes in one or more rocms al 
most immediately, and they plan 
on doing the work themselves. For 
these needs, Thomas offers a full 
tock of paints, brushe et 
Realizing that most of the new 
home-owners work in the city and 
have little time for ‘isurely 
hopping Thomas set up tore 
hours from eight in the morning 
intil nine at night, every day ex 
cept Sunday. When the new resi 
dent learned that the store re 
mains open in the evenings, they 
dd their time to find the 
answel! to their house-keeping 
problem and to buy the recon 
mended yt | t there and ther 
Howeve! Thoma s quick to 
point out that not all answers to 
The lawn and garden department enjoys a substantial volume from new 
home-owners. Thomas pre-packages grass seed to speed up service in 
) answers are to this section. Below, in this suburban location, parking space is plentif«l 
! —a convenience which appeals to most busy home-owners 


the questions al asy. So he made 
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In this store 


evening hours are 


SELLING 
HOURS 


ae LD HARDWARE stor 
\7 open in the evening? 

There probably l 
to this controversial que 


no pat answe 
tion, and 
most hardware retailers probab] 
would answer with a firm “N« 

gut for L. D Schape 
er of a hardware 
Columbia, Mo., which 
pecialty of catering t 


rkotter, owr 
busine 
makes a 
» custome! 
who can’t shop in the daytime, thx 
idea has paid off 
One-third of 


volume ji old 


each day’s gro 
and 
mos* 
who 


store 


between five 
the evening 
made to customer 


during normal 


nine o'clock in 
being 
cannot hop 
nours 

But 
evenin 


able 
tion 


aside from the fact that 
profit 
particular loca 
Schaperkotter has discovered 
ome buying habits that might b 
{ | interest to other 


Ol unusual 
ers doing bu inder 


elling hour are 


one in this 


deal 
iness imilat 


circumstance 





a number of 


ror example, Schaperk« 
that more largs 
during the evening 
during the day. In 
these are the hours 
machines, 
fishing tackle and 
volumes 


found i 
made hou 
than loca 
tion, 
nome 


washing work 


shop tools, guns 


other large 


Because this business is 
located in an area where 
other stores are open at 
night, and because so 
many of its customers 
can shop more conven- 
iently then, it has been 
found advantageous to 
keep open in the even- 
ings. But the practice is 
not one recommended 
for general use 


5 


SOUTHERN 





ciaea aut 
buying a 
convention: 


vtime 


nu rush back 

trip to the hardware 

wiched in 

places. Co 

tle time for ; 

of merchandise \ 
Eveni hours alse 

bring customers with pr 

giving the store an opport 

real ervice then 

Schaperkotter 


ine problen 


be of 


" . 
ale and fa 


Some 


a fi 
drv. becau 
follow the m: 


mendation 


not 


Above, cleaning supplies are 
among those items which sell 
well during the evening hours. 
Left, Schaperkotter wraps a 
purchase for a customer. He 
has found that families often 
shop together during evening 
hours and spend more time in 
close inspection of displays 
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this lady retailer uses 


store and window space to 


By M. W. Turner 


Dp HARDWARE have sales ap- gross volume rang 
peal? You bet it does, and_ to $100,000 
proving the point are tempting Mrs. Davidson 
Window and in or displays de to present as mucl 
signed by Mrs. Mary Hughes Da possible, without 
vidson, Tyler Hardware Store, Ty-_ ing either the di: 
ler, Texas, which really create in the store's interio 
the customer a desire to buy. Dur glass windows 
ing a recent pero for example front and along 25 
when many Tyler busi: es were wall are never « 
hard put to maintain their normal’ catching arrangement 
volume th hat I isines merchandise are used ; 
Indicating a large 
standing in the corner 
the display window M 
ot! on showed how a number of 
they camping items can be disp] 
either a need r a desire each of the sawed off st 
Davidson has arranged her the trunk. Near the to 
! tore for customer appeal lantern, a new type rod 
Two years ago she enlarged and against the trunk, while 
remodeled the store for approxi display of lures wa 
mately $10,000, and already tl ly on one stump, Ne 
mount has been written off the of the display a n 
book Today tne tore innual wa hown to full 
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great amount of newspaper di 
play advertising, to get custome: 
into the Mrs. Davidson said 
Then we depend upon the ap 
pearance of the interior and 
own salesmanship.” Of the six pei 
working in the foul 
their efforts on 


tore, 
oul 
sons store 
concentrate all of 
selling 
Merchandise displayed 
100 x 50 feet of floor 
first floor | illuminated 
easily visible 
the store A row of cold 
cathode light the ceil 
ing These cost us 10 per t 
more than fluorescent light M1 
Davidson 
are well 


on the 
space on the 
wel and 
from any 
double 


ised on 


point in 


pointed 
worth 
, 


These lights are e% 


they how ip the merchandis¢ 


Above, Mrs. Mary 
Davidson arranges a 
window for customer appeal. 
She uses every device to pre 
sent as much merchandise as 
possible, without seemingly 
crowding either the display 
windows or the store’s interior. 
The large tree trunk standing 
in the corner of the window is 
used to display a number of 
small camping items, such as 
the lantern hung near the top 
of the trunk, new tvpe fishing 
rod resting against the trunk, 
and the small display of lures 
laid on still another stump. At 
right, she helps a customer 
select a tool from the attractive 
wall display. Natural wood 
finish and light pastel colors 
lend an air of cleanliness end 
color to wall displays through- 
out 


Hughes 
display 


better, and there isn't the flicker- 


ing usually found in fluorescent 
lights.’ Two light tubes to each of 
the four five-foot 
front of the store run pe 
lar to similar arrangements 


down 


units across the 
rpen licu 
three 
the sides and center of the 
store 

entering the store do 
until the eye 
from the bright 


either of the 


Customers 
not have to wait 
become adjusted 
sunlight. Entering by 
two ed_ front 


they can see all of the hunting and 


single glas doo! 


fishing tackle, hardware and tools 
displayed along the righ 


the store. while to the 
entrance, neat afr! 
gift items 


articles 


lead back 
None of the 


ised throughout the 


result, cu 

they may 
need in the entire The floor 
fixtures are 96 inches long and 30 
inches across the flat surface. By 
displaying small 
Mrs. Davidson says that customers 
are able to reach they 
wish to select from any ngle di 

In addition, the arrange 


high. As a 


anything 


34 inches 
tomers Can se¢ 


store 


items on these 


anything 


play unit 
ment eliminates any dead storage 
units 
within 


and every 
sight and 
and ale 


under the 
stored i 


reach of custome! 


spat c 
thing 
easy 


person 


Open Fixtures 


Augmenting the flat top fixture 
are 12 open unit 
store. To show 
to the best advantage and to 


the 


spaced over the 
the wall display 
Keel 
departments separated, var! 
ous decorators’ colors have been 


ised. Pink, purple, red, 
and 


vellow 


green turquolse form 


backs of the various wall di 


All of these 


colors 


] 


the us f pastel gre 


al wood finish 
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—By — 
B. Miller 


REPAIR 
SERVICE 


NINCE THE establishment of its’ tor honest estimates of repair cost One of the skilled electronics 

1 na ice repair shop, en- must be maintained technicians, above, looks over 
, ow a television set brought in for 

abling the store to offer reliable We believe in givi: repair, The repair shop, occu 

repair service on all merchandise tomer her dollar's worth ‘oher pying an 18 x 25 foot space in 

sold, the Columbia Hardware and said, “for that is the onl the rear of the store, is ade 

Appliance Co., Arlington, Virginia can make a repair vice pa) quately equipped to handle al 

has noted a sharp rise in store’ In Cohen’s opinion | mest all types of home repairs 

traffic with the result that total pair work is dependent 

sales volume has increased 25 per- perienced repair men 

cent equipment, a 

According to Sol Cohen, owner department, and 

of the store, repair business 1 ice manuals 

profitable in itself, but for success The two full-t 

in a venture of this type, he em- employed by this 

phasizes that repair work must be technicians, and w! 

reliable, merchandise must be _ qualified personne! ' 

serviced and returned at the _ roll costs up, the « 

promised time, and a reputation well worth while 
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Above, a customer brings her radio to the store for repairs. The avail- 

ability of this repair service, through building store traffic, has been in 

large measure responsible for the store's 25 percent increase in total 
sales volume, according to Sol Cohen, owner 


a window permits customers to 
contact repair personnel easily 
Having two sets of all testing 
equipment, the shop is outfitted 
with tube checkers, sweep gen- 
erators, a ‘scope, signal generators, 
voltmeters, analyzers, condenser 
checkers, and battery eliminators 
A parts inventory of $7,500 in- 
cludes tubes 


Repair Manuals 


A library of repair manuals on 
radio and television—some of the 
books costing between $15 and 
$22—is available to the _ tech- 
nicians, Such a_ well-equipped 
well-stocked repair shop, Cohen 
estimates, may much a 
$1,500 to set up 

But once the department is set 
up and the quality of its work be 
comes known, its reputation will 
spread to outlying points far be 
yond the limits of the community 

Recently a customer in Washing 
ton, D. C., called to say that the 
picture had out of the tele 
vision set which she had purchased 
from the store. Wanting immediate 
service, she had called her neigh- 
borhood television repairman, who 
the picture tube was 
Somewhat dismayed, the custome: 
reported the failure to the Colum- 
bia Hardware and Appliance Com- 
pany. Cohen her that it 
could not be the picture tube and 


cost as 


gone 


said gone 


assured 


60 





repairman to her 
that a wire 
which a 


dispatched a 
home. He discovered 
needed replacement, for 
$2 charge was made 
Cohen advises giving fair esti- 
mates and sticking to them, even 
if the work may involve more 
labor than initially foreseen 
“Even if it puts us ‘in the hole’ we 
stick by our original estimates.” 
Customers bringing in small 
items, such as_ electric irons 
toasters, lamps, coffee makers, etc 
for repair work tend to browse fo1 
a few minutes and inevitably pick 
up some needed item in hardware 
or housewares. Thus, Cohen is able 
to estimate that the repair shop 
has been responsible for building 
traffic 2 


store resulting in a 25 
percent increase in sales volume 
electrical 


Large! appliances 


vacuum cleane! floor 
etc.. are either brought 


picked up by the 


such as 
polishers 
in for 
truck for a small charge 

Many goodwill repairs are made 
without charge. A baby strolle: 
whose footrest has become 
will be repaired with a nut 
bolt and no 
have made a 
preciative custome! 
Cohen. “A parent will 
such small services and come to 
your shop when she wants to buy 
Moreover, she will tell others that 
made some effort to help her 
any direct gain.” 


repair or 


loose 
and 
charge “You 
customer, an ap 
maintain 


made 


remembe 


you 
without 


Cohen makes a point of keeping 
abreast of methods and procedure 
repairs of all kinds 
so that he can be of help when 
questions arise. He does this by 
reading trade journals, literature 
accompanying products from fac- 
tories, and by consulting the sales 
representatives of the factories 
“In my opinion, you cannot sell 
a product unless you know how to 
apply it and what to do if some- 
thing goes wrong,” he said. “When 
I do not know the solution, I 
every means of finding out, so that 
will be completely 
has 


in household 


use 


my customer 
satisfied with what he 


bought 


. 


Selling Hours 


(Continued from page 56) 


erkotter asked a paint company 
expert to examine the job, and to- 
gether they made _ diplomatic 
recommendations that saved the 
job—-and incidentally saved the 
customer. 

Located on a through highway, 
the store is near a number of other 
merchandising operations which 
also remain open in the evenings, 
including a super market which 
remains open until ten, a small 
food market, a garage and service 
station, and a drive-in. With so 
many varied stores in one spot re- 
maining open, it is an ideal loca- 
tion for the night shopper to visit 

Another interesting trend which 
Schaperkotter has noticed during 
evening hours is the high volume 
of merchandise sold that is not in 
stock. Customers are glad to go 
over catalogs, look at pictures and 
specifications, and then wait a few 
days for the merchandise to 
rive, because they getting 
exactly what they want 

Evening shoppers upset conven- 
tional theories, Schaperkotter said 
Recently a young man came into 
the store and asked if any of the 
sets which had been di 
played at Christmas were still 
available. Fortunately, some of 
these were stacked neatly in some 
of the bottom compartments of 
the new fixtures, Readily avail- 
able, they led to sales amounting 
to more than $10, totally unex- 
pected and unseasonable 

The young man was the fathe: 
of three children, and the set wa 
to go to one for a birthday present 
Inquiring about the other two 
Schaperkotter learned that they 
would get birthday presents soon 

(Continued on 


ar- 


are 


erector 


page 62) 
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Given special emphasis when 
the store was remodeled re- 
cently, the gun department's 
display of firearms gives the 
impression of “a forest f 
guns” and is clearly visible 
from the front of the store 


{pers Hardware & Sporting 
Goods Co., Tulsa, Oklahoma 
considers its gun and ammunition 
department the store’s chief “pro- 
motional asset,” and special em 
phasis was given this section when 
the firm’s modern downtown stors 
was completed recently 

The sporting goods department 
reaches from the all-glass front 
to a point 100 feet back, where a 
stairway leads off to the left and 
the general hardware depart- 
ments. Featuring more _ than 


$25,000 in inventory, it consists of | 
9 iste ef taeill, segutetnd ape Gu Ty Departme mt 
along a single wall. The color ; 

scheme throughout the sporting 

goods section is a soft powder x 

blue, unusual as a background e 

for such “masculine appeal” items allt with a modern fouc h 
as guns and ammunitions. How- 
ever, a combination of incandes- 
cent and soft, concealed fluores- 
cent lights keep the blue color 
scheme definitely in the back- 


By Robert Latimer 


ground, with the result that mer 
chandise stands out sharply in the 
wall shelves, cases, and elevated 
shadow-boxes 

“Since we have always held a 
reputation for an outstanding gun 
department, we decided to em 
phasize it heavily in designing the 
new department, aid Charle 
McCormick buyer Therefore 
the entire section actually is built 
around the gun display space. We 
made a careful analysis of the suc 
cess of other sporting goods deal- 
ers before breaking ground on our 
new store; and we determined that 
nvariably it was the store with 
the most complete inventory or the 
store making a real specialty of 
guns, which showed top sales re 
sults. Therefore we combined 
both in our new venture 

In the display window to the 
left of the entrance (the store has 








two entrances, facing on opposite 
sides of a busy downtown Tulsa 
shopping corner), is an 8-foot-tall 


A decorative gun rack in the display window accommodates 20 guns, hick - 
which will readily 


set upright. Other seasonal items are placed on the platform floor ladder display 
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The ammunition department occupies 36 shelf bins and is 


widely 


advertised as “the most complete ammunition stock in the Southwest” 


accommodate 15 rifles or shot- 
guns, laid six inches apart, to form 
the “steps” of the display. Behind 
this, is a decorative gun rack 
which will accommodate 20 more 
guns, set upright. Thus, the dis- 
play window, which may feature 
other seasonal items on the plat 
form floor, is always devoted pri- 
marily to guns 


Attract Passers-by 

“The idea is that we want to 
catch the eye of every passerby 
and cause him to remember us 
whenever the subject of guns 
comes up,”’ McCormick said. “Guns 
will stop more traffic on the side- 
walk, we have found, than any- 
thing else we have ever dis- 
played.” Incidentally, the big dis 
play is a “selling” type, with 
large, easily-read signs, indicating 
the features of all guns shown, as 
well as the price 

A huge gun display makes up 
the center of the department. One 
of the most unusual fixtures in 
southwestern sporting goods mer 
chandising is used to show 73 guns 
in eight rows six inches 
apart and standing upright on its 
stock, and protected by slender 
rods with felt protector pads sup- 
porting the muzzles. The effect is 
a “forest of guns readily 
through the front entrance 

“Each of the 73 shown in 
this display is a separate type,’ 
McCormick said. “We show no 
duplicates or mass displays of a 


each 


seer 


guns 
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Visitors seem to be 
impressed with this 
lieve that the huge 
ably makes a more 
pression than any other single 


single type 


and we be- 


variety 


lasting 


prob- 
im- 
fea- 
ture.” 

Past the gun department 
ight, is the ammunition 
occupying 36 shelf bins which face 
out into the main We went 
into a great deal of research to 
accumulate our ammunition 
stock,” McCormick pointed out 
‘It required the writing of many 
letters, many special trips to the 
market, etc., in order to carry 
wide enough variety so that we 
could advertise it as the most com- 
plete gun stock in the Southwest 
We felt that even though some of 
the calibers and leads carried are 
extremely slow-movers, their mere 
presence in the inventory is 
enough to cause a lot of discussion 
and to bring customers from long 
distances to shop with us.’ 

Thus, the compelling display of 
ammunition calls attention to such 
unusual types as 8 mm Mauser 
9 mm Luger and 30.40 Craig 
shells, 303 Savage 7 
mm Mauser types, etc. In build 
ing up the stock, McCormick 
merely made a list of all calibers 
which he knew difficult to 
obtain, and by writing many let- 
ters was able to get a supply of 
each 

“A lot of people who do little 
hunting or target shooting come in 
to look over the gun stock,” he 


on the 


ection 


aisle 


cartridges 


were 
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“We always careful to 
mention some of the unusual sizes 
we have in stock, with the result 
that the information is carried 
along to hunters, who have odd- 
caliber equipment for which they 
have not been able to obtain am- 
munition. What few calibers we 
have not been able to locate, we 
can provide with bullet and 
cartridge-loading kits, also carried 
in stock.” 

Directly in front of the rifle dis- 
play, is an 8-foot pistol case, dis- 
playing about 40 choices of pistols, 
each a distinct, individual model 
The choice of pistol accessories 
rivals that of rifles and shotguns 
with replacement butts, parts 
sights, holsters, and the same 
variety of ammunition offered 


said are 


Service Offered 


Service, as well as sales, is 
offered by Thomas Hardware & 
Sporting Goods Co. Contract gun- 
smitnhing, as well as rod and reel 
repairs, is sub-contracted out to 
who are free to turn out 
much more work in their 
shops, rather than moving into the 
downtown Tulsa 

Although the Thomas store is a 
hed name in sporting 
firm has used no pro 


news- 


veterans 
own 


location 


long-establi 
the 
other 1 routine 
paper advertisi: ince opening 
day. “We simply | 

partment ammunitior 
section do our go ll building 

McCormick said. “To di in com- 
depart- 


been adequate to 


goods, 


motion 


gun de- 


and 


bination 
ment, they 
bring u 


ask for.” 


traffic we could 
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Store Planning 


(Continued from page 52) 


linoleum and fencing are displayed 
at the rear of the store where they 
will not obscure the customer's 
view of other merchandise. A 40 
foot section across the rear of the 
store is devoted to paint, and to 
the rear of this section is an ample 
storage room 

Holden’s dry section, a 
omewhat unusual one for a hard 
ware store, was put in during 
World War II in response to de 
mand from community housewive 
who wished to save a trip into 
town. It proved so effective in 
bringing women into the 
that the department has been con- 
tinued and expanded, and sales add 
substantially to total store volume 


goods 


store 
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BUY AMERICAN) 


A Few of the More Popular American Chains 


DOG and KENNEL CHAINS— 
These and also the HALTER and 
TIE-OUT CHAINS are made of 
Tenso Pattern Chain, the most 
popular weldless pattern made 
of wire. Dog Chains also made 
of Elwel twist link welded chain. 
SASH CHAIN—Acco No. 8 runs 
smoothly over any cord-pulley. 
TWIST LINK MACHINE CHAIN 
—A light, strong welded chain 
—one of the popular Elwel 
patterns. 

PROOF COIL CHAIN—Also 
called commoncoil chain. A gen- 
eral-purpose steel welded chain. 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


HEAVY DUTY CHAIN—Also 
called Dredge or Crane Chain. 
A wrought iron chain made in 
two grades. 


LOGGING CHAIN—Proof Coil 
or BBB Gradesteel chain, made 
up into assemblies of 10 to 20 
foot lengths with grab hook and 
ring or grab hook and slip hook. 


LOADING CHAIN—Electric weld- 
ed steel chain with strength, 
flexibility and light weight. 


POCKET WHEEL CHAIN—Links 
formed, welded and gauged to 
exact dimensions. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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SAFETY CHAIN—Also called 
Plumbers’ Chain. Made of brass 
or steel stamped links, 
LOCK LINK COIL CHAIN—This 
pattern of weldless chain is par- 
ticularly good for operating 
over sprockets. 

® Look to your 
AMERICAN CHAIN 
saler for all types of welded 
and weldless chain, fit- 
tings, assemblies, hooks, 
repair links, cotter pins. 


whole- 





The Hardware Business 
of Post-Civil War Days 


In the files of Fones Brothers 
Hardware Co., Little Rock, came 
to light recently a copy of an ad- 
dress delivered in 1903 to what was 
then known as the Arkansas Retail 
Hardware Dealers’ Association, by 
Dan G. Fones, then president of 
the Fones Brothers company and 
one of the original and principal 
organizers of that business. The 
manuscript of his talk, based on his 
business experience dating back 
more than a half-century, gives 
some interesting § sidelights on 
hardware products and prices of 
nearly a century ago. Following 
are excerpts from the address 


I RECALL some prices that pre- 
vailed in the latter part of 
the 60's, soon after the Civil War, 
which may interest you. Stove pipe 
sold readily at 75¢ per joint and 
shop-made elbows at 75¢ each 
Such a thing as the worthless four- 
piece elbow now in use, was not 
known at that time. Cook stoves 
also bore a fine profit. Some of 
you may not remember the old 
style step-stove, which was one of 
the first patterns made; and at that 
time, a 6-inch, 4-hole stove re- 
tailed at $32.00. Very few persons 
used a larger stove than a seven- 
inch. A good seven-inch square 
cook stove retailed for $40.00 
“Profits then were fine and ex- 
penses light, comparatively speak- 
ing. But how changed at the pres- 
ent time, when profits are small 
and expenses a nightmare, hence 
the necessity of watching this ac- 
count very closely 
“It occurred to me, since naming 
some prices in the latter 60’s, to 
look back in the latter 70’s, to some 
wholesale prices that prevailed at 
that time. 4-quart pieced milk 
pans, $2.50 a dozen; 4-quart wash 
pans, pieced, $2.00; 8-quart buck- 
ets, $3.90; grass rods, $2.00 per 
dozen; reel bolts, $1.00 per dozen; 
pony plows, $5.50; 2-loop hames, 
$4.40; hand saw files, 4”, 85¢ per 
dozen; 642-6-2 traces, 50¢ per pair; 
plow blades, all kinds, 9¢ per 
pound. I do not remember the year 
in which the manufacture of these 
goods commenced, but think most 
likely it was about ‘70 or '71. Well 
do I remember the first carload 
we bought, paying 11 cents per 
pound therefor, and a much in 
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ferior article than we get at pres- 
ent, many of them being so highly 
tempered that they would break 
like glass 

“To our wholesale 
added a good big profit in retail- 
ing, and endeavored to get all the 
profit an article would stand. It 
was very different then, from 
what it is now, when there are too 
many who figure how close they 
can possibly sell the same 

“In the early 60's, such a thing 
as an American padlock, trace 
chain, carving knife or fork, or a 
pocket knife of American make 
was entirely unknown Horse 
nails, instead of being packed in 
nice boxes, came from abroad in 
gunny sacks. Hand saws, files, tin 
plate, all were imported articles 
Tinware was manufactured by 
hand. Such a thing as a machine 
for stamping tinware out of the 
sheet, was unheard of 

“Today it is entirely different, 
articles as large as a 50-quart dish 
pan being stamped from one sheet 
All of the above goods are now 


prices, we 


Suburban Customers 
(Continued from page 55) 


so he had to ask questions of a 
certain number of customers each 
week. The bulk of his business, he 
learned, comes from the residents 
in the Village. But, surprisingly, 
many of the customers live as far 
as 10 and 15 miles away. Brought 
to the shopping center by other 
business, or tempted by the ample 
parking space, they considered it 
a time-saver to shop at the York- 
shire Hardware, rather than down- 
town. Other customers, Thomas 
found, were merely passing by on 
the highway and saw a place to 
stop and shop. 

One large project that is leading 
to substantial volume for the store 
is the home workshop. At first, 
Thomas, with considerable mis- 
giving, installed a home workshop 
department, complete with power 
tools. But a $10.50 steel stand for 
an electric drill was the first sale 
made when he opened for busi- 
ness. Since then, he has had a 
steady increase in demand for 
home workshop tools 

In selecting tools to sell, Thomas 
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made by the factories throughout 
the United States, giving employ- 
ment to thousands of people, en- 
abling the merchants to carry less 
stock, Goods are put up in neat 
packages and cases, thereby re- 
lieving the salesmen of a great 
amount of work, and adding to the 
appearance of your stores 

“I am much in love with the 
hardware business. Pardon me if it 
seems egotistical when I say that 
I believe there is no other com- 
mercial interest in the United 
States that requires more brains 
than the hardware business and 
the various other lines connected 
with it. The company with which 
I am connected feels a great pride 
in the success that has attended 
our business from its infancy up 
to the present time. We have en- 
deavored to get the very best men 
possible to represent us on the road 
and in the house, and feel that our 
efforts have been justified, by the 
courtesy and attention shown them 
by our customers throughout the 
state 

“I regard our State of Arkansas 
as being in a better condition, fi- 
nancially, than ever before in our 
history. All that it needs is the 
pluck, energy, and enterprise of 
the whole people, as now evidenced 
by the young hardware men of the 
state.” 


thought that home-owners would 
buy the least expensive ones. To 
date, customers are buying only 
the better tools. The reason for 
this, he discovered, is that home- 
owners can pay for tools with a 
small partion of the savings they 
make by doing their own work, 
and they can do better work with 
good tools. 

Many of the new home-owners, 
leaving apartments, wanted a 
home workshop so that they could 
perform odd jobs about their new 
homes. Now, almost one in 10 new 
residents has already started a 
workshop propect, Thomas said 

Another feature to selling to 
suburban customers, Thomas 
pointed out, is that they are con- 
stantly reading and studying mag- 
azines on landscaping and home 
decorating. In these magazines 
they read advertisements and see 
information on new products. Al- 
ready, several customers have 
brought in clippings and asked 
him to get the new products for 
them 

One big advantage to Yorkshire 
Hardware is the fact that the own- 
er of the Village limits the types 
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SANDVIK IS 
PREFERRED BECAUSE 
ONLY SANDVIK 

CAN OFFER BOTH 
BLADES AND FRAMES 
OF INTERNATIONALLY 
FAMOUS SANDVIK 
SWEDISH STEEL, 


MADE IN SWEDEN. 








in Sales! 
in Popularity! 
in Performance! 


The overwhelming 
demand for SANDVIK 
Swedish Bow Saws has made more 
dollars for hardware dealers than all 
other brands combined! If you have tried to 
fight consumer demand with saws pushed off as 
being “just as good,” specify SANDVIK and ride with 

the winner. SANDVIK is First in Sales and First in 

Popularity because it is First in Performance. 

You'll have confidence in selling SANDVIK Saws, too, be- 
cause the SANDVIK name is synonymous with quality con- 
trol. SANDVIK mines their iron ore; makes their own 
exclusive brand of Swedish Charcoal Steel; and meticulously 
crafts their own finished product. That’s why SANDVIK pro- 
duces saws of surpassing perfection. 

From a sales standpoint, SANDVIK outsells all others 
because, when your customers see the famous Fish & Hook 
symbol, they naturally expect more, they always get more; 

and consequently you se// more. Make this customer de- 

mand work for you! 


In Saws—STEEL TELLS THE STORY 


TRADEMARK OF QUALITY IN SAWS 


fandvik Jaw 4 Joo/ 47 WARREN ST. 


NEW YORK 7, N.Y. 


DIVISION OF SANDVIK STEEL, INC 
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PROVED 


by Actual Customer Count 


asked for by 33.8% 
of purchasers 


leads nearest com- 
petitor better than 
2t01 


preference ex- 
pressed in stores 
from coast to coast 


These facts came out in 
an independent survey re- 
cently conducted by Pop- 
ular Mechanics magazine.t 
Among all types of cus- 
tomers, Camillus ranked 
first in preference ; 
convincing proof that 
Camillus knives are easier 
to sell, That's recognition 
of the 
of the famous Tru- Taper 


cutting qualities 


blades that are tempered 
and sharpened to the 
amazing PERMANIZED* edge 
that defies dulling. 


Notionally 
Advertised 


Camillus is the only 
pocket knife on the market 
supported by consistent 
national advertising. Dra- 
matic counter displays and 
other promotion material 
help you to tie this adver- 
tising effort direct to your 
store. 
tFull details furnished on 


request 


*Reg.T.M 


CAMILLUS 
has the edge / 





of businesses to which he rents 
space in the shopping center 
There is no overlapping in mer- 
chandise sold in a drug store, 
super-market, and a hardware 
store is permitted in the center 


. 


Selling Hours 
(Continued from page 60) 


also, and that one of them could 
expect a bicycle. Arrangements 
were made then for the bicycle to 
come from the Schaperkotter 
store. This particular customer, 
Schaperkotter learned, worked in 
the day-time and had no oppor- 
tunity to shop at the other stores 
except on his day off. Between 
five and nine, however, he had 
plenty of time to shop 

Like the city residents 
worked during the day time, farm- 
ers soon learned that the store was 
open during the evenings and 
were able to continue their work 
at home until regular quitting 
time and then shov. This farm 
trade was totally un _xpected, and 
it has increased steadily since the 
store was opened 

Another feature of remaining 
open in the evening is that more 
family trade is attracted. Husbands 
and wives come into the store to- 
gether and sometimes whole fami 
lies come in and look around 

Completely new with new stock, 
new building and new fixtures 
the store opened for business less 
than a year ago. It is designed for 
shopping with display ar- 
rangements encouraging self- 
service. All items are plainly 
priced 

During the evening hours, hunt- 
ing and fishing equipment attracts 
the attention of many sportsmen 
and volume on these two lines has 
been much greater than at first 
anticipated 


who 


easy 


° 


4,000 Lines to be Shown 
at National Hardware Show 


MORE THAN 650 manufacturers 
of hardware merchandise will oc- 
cupy all available space at the Na- 
tional Hardware Show which will 
be held October 8-12 at the Grand 
Central Palace in New York City 

Frank Yeager, director of the 
show, has announced that this 
year’s exhibit will be the largest 
and most complete hardware show 
ever presented 

More than 4,000 lines of hard- 
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ware and allied products will be 
on display for visiting buyers to 
see, feel and compare, the an- 
nouncement stated 

Buyer registration promises to 
break all previous records for buy- 
er attendance, Mr. Yeager stated 
The registration of foreign buyers 
already covers 40 different coun- 
tries with registrations still being 
made 

To date the show is 98% sold out 





WASHINGTON NEWS 





(Continued from page 47) 


Stabilization effective August 6 
This was the last of a series of 
regulations removing all petrole- 
um products from the GCPR 

In general, the regulation says 
that the ceiling price for each 
seller, on any product covered by 
the regulation, shall be the highest 
price charged by him during the 
period of August 1, 1950, to Janu- 
ary 25, 1951, inclusive 
of such product to a purchaser of 
the same class 

Where a producer’: cost of com- 
ponents of a product on March 15 
1951, exceeded by more than 5‘ 
his costs of components on June 1, 
1950, he 
price to reflect such dollars-and- 
There is a 


decr ease in 


for a sale 


may change his ceiling 


cents increased costs 
imilar provision for 
ceiling price 

Where a producer’: ceiling price 
for an asphalt product has been 
increased or decreased in accord- 
ance with the preceding 
graph, “the reseller’s ceiling price 
shall be modified by the amount 
of the dollars-and-cents difference 


in cost to him.” 


para- 


. 


Use of Shorter Bristles 
Allowed by NPA ..... 


IN AN AMENDMENT to M-18, the 
NPA has acted to permit use of 
234 inch bristles in the manufac- 
ture of all types of paint brushes 
In painters’ brushes, however 
bristles must be mixed with 30 
percent filler by weight 

The amendment also permits 
manufacturers’ sales and delivery 
of brushes containing tristles not 
longer than 234 inches, without 
defense rated (DO) orders. The 
point of control under M-18 thus is 
moved from 25% to 2% inches 

Earlier NPA had_ controlled 
bristles beginning at a minimum 
of 25% inches to conserve the sup- 
ply of long Chinese bristles 
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3 Powerful Sales Attractions 
Make CAMILLUS Cutlery 


The amazing PERMANIZED* Edge 
“ that defies dulling 


The coveted Fashion Academy Award 


The Respected Good Housekeeping 
Seal of Approval 


Camillus cutlery is easier to sell because 


Ask your distributor how to get this handsome it offers you the customer-stopping power of an out- 

display case, plus a low cost “starter” stock. standing cutlery name... plus an amazing advance 

™ in cutting edge that puts the product definitely out 

P122 Steak Knife Set in hand- in front. And because it offers sure-sale sets and 
some wood block with 6 half- , 

sosmated tatees, G0 Genel, open stock, with design appeal that has won the 

coveted gold medal award of the Fashion Academy. 


All these attractions and features backed by the 
P1911 S-piece Carving Set in famous Good Housekeeping Seal of Approval. 
wood block with sharpening 


stone; gift boxed. What more could you ask than a fast-selling cutlery 


line that is geared to today’s wants and needs? A 

line that sells practically on sight . . . that telegraphs 
P102 “Shortie” Kitchen Rock its identity and quality to the 

Set; 5 most-used pieces In handy wall shopper's eye with the chal- 

com, GE Sumd, lenging slogan “Camillus Has 

the Edge.” 





Kitchen Pride brand . . . Priced for 
high-volume selling to the mass market, the 
Kitchen Pride line also won the Fashion Academy g “1 
Award. Outstanding in quality ond appeorance, J ‘ > Guaranteed by = 
it offers the additional sales incentive of low aT Good Housekeeping 
“impulse” prices. In open stock ond ao complete i . 4 <> ~~ 
line of sets. . - ee 


Zeist OF Sirus > 


P1S3 5-piece Kitchen Rack Set with 
clip poring, slicer, butcher ond 
—o 6 Steak ae ser- | / r utility knives, chef's fork. 
rated at tip. In permo- 
o nent tray, boxed. 
¢ camiwus \) 


as, CAMILLUS 
| has the edge / 
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Defense Program to 
Stimulate Business 


THOUGH BUSINESS activity in late 
summer was near its low point for 
the year the indications are that by 
the year end production and sales 
will be on a higher plane 

For one thing, factory 
tion, after a mid-summer 
beginning to pick up steam and 
retail trade, after a downward 
trend, probably will begin to head 
up. Generally, in the scare buying 
that followed the outbreak of wa! 
in Korea, consumers overbought, 
and recent slow sales is the normal 
reaction. But with spending money 
rising steadily retail seem 
sure to rise accordingly 

Important too is the fact that the 
rearmament program is gaining 
momentum, and by year end 
spending for defense will be 
around 41 billion dollars with an 
annual rate of 50 billion dollar 
predicted for midyear, 1952 

And with this expansion of the 
defense program goes a rise in em- 
ployment. In July more than 62 
million persons were at work, and 
wages are on the increase. Added 
to this, the easing of credit con- 
trols is an important factor in the 
future business Taken to- 
gether, all these factors inevitably 


produc- 
low, is 


sales 


scene 


point to increasing consumer sales 

Meanwhile inventories for many 
lines of trade being reduced 
and at the moment do not appear 
excessive especially in view of the 
fact that a pinch on non-defense 
items is predicted for the 
quarter of the year 

While strong sales are predicted 
for the late months of the year it 
is probable that will be 
brightest in non-durables. The 
market for hard goods will be 
more limited because of lessening 
supplies of basic metals and be- 
cause of the fact that much of the 
scare buying was concentrated on 
durable goods 

Meanwhile, the 
increasing operating 
ing pretty well. Receipts in the 
first seven months of the yeai 
totaled 15.4 billion dollars, 17 per- 
above the corresponding 
1950 


are 


sales 


farmer, despite 


far- 


cost 


cent 
period of 
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Cotton Prices 
Show Decline 

THE AVERAGE PRICE received by 
farmers for cotton in mid-July, 
the latest month for which statis- 
available, was off sharply 
At 39.11 


tics are 
from the previous month 





change 
in sales 
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Geographic 
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May 
1951 
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1950 
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change 
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from 
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1950 
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Wholesale Hardware Sales and Inventories 
(From U. S. Dept. of Commerce Monthly Report) 
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per pound the estimated 
average price received by farm- 
ers for cotton being sold in mid- 
July was 2.91 cents lower than a 
month ago, but 6.06 above 
mid-July a year earlier, according 
to the Department of Agriculture 

Farmers experienced a 
drop in prices received for meat 
animals and for fruits. However 
prices received for commercial 
truck crops averaged higher dur- 
ing the first half of July than fo 
the same period in June 


+o 


cents 


cents 


also 


Farm Cash Receipts 
Ahead of 1950 Period 


For the first months of 
1951, farmers received 15.4 billion 
dollars from marketings, a 17 
percent increase over the same 
period of 1950. According to the 
Department of Agriculture, “this 
was part of the general 
the national income that 
has occurred during 1951.” 

It was pointed out, however, 
that the substantial rise in mar- 
ketings was not entirely a net 
gain since farm cost rates jumped 
12 percent on the average during 
this period 

Receipts from livestock and 
livestock products were about 10.7 
billion dollars, 25 percent more 
than a year ago, with average 
prices showing about the same 
percentage gain. Crop receipts for 
the first seven months were 4.7 
billion dollars, about the same as 
last year 

According to the report, 
receipts in July totaied about 2.6 
billion dollars, 20 percent more 
than in June because of larger 
marketings and 11 percent above 
July 1950, mostly because of high- 
er prices 


seven 


increase 
rise in 


cash 
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Hardware Retailers 
Show Sales Increases 


SALES BY THE nation’s independ- 
ent retailers in June averaged 3% 
under the corresponding month of 
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/ ELEPHANT BRAND 


TRUCK AND WAGON HARDWARE 


It's the All-Steel Choin- 
Tainer with the Handle! 
Contains 100 ibs. of any 
one of the 4 fastest-selling 
sizes of ELEPHANT BRAND 
“PROOF” (Green label), and 
“BBB” (Red label) Chain, made by the 
oldest chain manufacturer in America. It's 
sealed to protect chain against rust. It's easy to 
handle — stock — display — sell! 


Ask Your Jobber 
= by 


amu 
—. 





/L 
were, « crwere #* ~ 
> ten mee co - oe 


NIXDORFF-KREIN MFG. CO., 916 Howard St., St. Louis 6,Mo., Est.1854 . —_— 
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Hou ATLAS wicks ore pre- 
AS Rercen sohete tard- \ ferred by more dealers 
* * » ware packed in plastic bags in America than any 

on colorful cards for quick counter sales. ether brand. They are 
5 the choice of customers 

entice everywhere because of 
their superior quality 
and dependable service. 


\. GLASWIK The leader in rep- 
vtation and distribution. The 
\ original spun glass wick ond 
the only wick thot is free of 
wire. Outlosts several ordinary 
wicks. 


\ 

\ FLAMEMASTER America’s 

\ leading asbestos wick. Woven 
of wire reinforced high grade 

\ asbestos yarn. 


BESWIK A woven asbestos’ 
wick that gives long depend- 
able service. Economical in 
price but equal in quality to 
other wicks. Attractive display 
N\ cartons moke a favorable im- 
N pression on customers. 


THRIF-T An economical woven 

bestos wick designed for dura- 
ble service at minimum cost. Of 
speciol interest to the “price” 
market 





TOP NOTCH Perfectly woven of 
highest quality cotton fitted into a 
metal carrier. Fits Perfection, Mil- 
ler, Savoil and other cook stoves 
and room heaters. A good “‘re- 
peoter.” 





FASTHEAT “Accordion fold” 
construction mokes FASTHEAT a 
universal wick . . . fits any stand- 
erd range burner. It is a fast 
seller and strong repeater. 
COMPLETE 
DESCRIPTIVE 
LITERATURE 
ON REQUEST. 
WRITE DEPT. ¢ 


ATLAS* 


cy CHAS. 0. LARSON CO. ASBESTOS sa 
evens. Ss COMPANY BN 


NORTH WALES, PA. 


MANUFACTURERS OF ASBESTOS PRODUCTS AND SPECIALTIES 
VERE SR ESA ESS RETA EAR 





ttidtdhdhd dei tdétéihiththsbha 
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1950, but for the six month period 
were 8 percent ahead of 1950's 
first half. 

In contrast, however, hardware 
dealers had a better record to 
show. Hardware sales in June 
were 8 percent above June 1950 
and for the first six months of the 
year were 23 percent above the 
1950 period 

Farm equipment dealers like- 
wise bettered the national aver- 
age. Their sales in June were also 
8 percent above June 1950 and for 
the first six months of the year 
were 17 percent aheaa of the 1950 
period 


Wholesale Sales Continue 
Rise im Southeast .... 


For the first five months of 1951 
wholesalers in the southeastern re- 
gion reported sales sharply in ex- 
cess of the corresponding period of 
last year 

In the South Atlantic area, a 
rise of 25% was shown and in the 
East South Central region the in- 
crease amounted to 19°% 

Nearly all commodities sold 
shared in the 5-month cumulative 
rise. 

The increase for the 5-month 
period in the Southeast, however, 
did not quite approximate the 27% 
advance for the nation 


Farm Machinery Shipments 
Show Slight Decline ... . 


Manufacturers of farm machin- 
ery and equipment in the South- 
east last year shipped to market 
products valued at $119.3 million, 
some 15° less than the 1949 value, 
according to a recent report from 
the Bureau of the Census 

Tennessee led all southeastern 
states with shipments valued at 
$28,934,000 

o 


OPS Gives Appreval to 
Corning Glass Prices . 

Corning Glass Works has re- 
ceived approval from the Office of 
Price Stabilization on the whole- 
sale and retail prices for Pyrex 
Ovenware, Flameware, Color 
Ware, Pyrex nursing bottles, and 
Corning Double-Tough Tumblers 
as listed on September 1, 1950, it 
Was announced recently by J. M 
Bredfeld, Manager of Distributor 
Sales for the company 

No price changes have been is- 
sued since the September 1, 1950, 
date. This approval certifies the 
currently listed Fair Trade Retail 
Prices as the “dollar and cents” 
ceiling prices for these lines 





--++TO THE MOST 
HELPFUL GUY IN THE NEIGHBORHOOD 


Ailing tricycles, broken window panes, balky household ap- 
pliances—folks just naturally turn to their favorite hardware 


dealer for help when such “crises” occur. 


And just as naturally, the hardware man is proud of his key 


job as the “Mr. Fixit’ of his community. 


Lamson & Sessions salutes hardware dealers everywhere for the 
important part they play in keeping America in repair. We 
pledge our wholehearted support in keeping them supplied 


with quality bolts, nuts and screws to do the job 


The LAMSON & SESSIONS Ca. 


General Offices: 1971 West 85th Street * Cleveland 2, Ohic 
Plants at Cleveland ond Kent, Ohio + Chicago + Birmingham 


amon 
f < 0000070 er 
oN i SBw ie — 


HOUSEHOLD REPAIR HEADQUARTERS 
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Bridges to Represent 
Eagle-Picher Co... .. 


Bruce E. Bridges has been ap 
pointed southeastern division sales 
manager of The Eagle-Picher Com- 
pany’s Paint and Varnish Division, 
according to an announcement by 
Harwood F. Merrill, vice president 
of the Eagle-Picher Sales Company 


Bruce E. Bridges 


With Eagle-Pich 
er’s modern paint and varnish plant 
on Picher Street in Atlanta, Ga 
Bridges will supervise a territory 
which he acquired a quarter of a 
century of experience in all 
of industrial and consumer paint 
merchandising. He comes to Eagle 
Picher from a similar post at Lowe 
Brothers, Previously, he had been in 
field sales with Pratt & Lambert, U 
S. Gypsum Co., General Paint Corp, 
and other well known 


headquarters at 


phases 


firms 
¢ 


Keystone Steel Announces 
Personnel Changes ...... 


Retirement of three executives of 
the Keystone Steel & Wire Co 
Peoria 7, Ill., has been announced by 
Reyben E. Sommer, president and 
general manager. Under terms of the 
company’s pension plan, William O 
Fritze, vice president and treasurer, 
William C. Erkert, director of pur- 
chases, and Walter H. Gardner, gen- 
eral sales manager, retired June 30 
from active participation in company 
affairs. 

The board of directors of the com- 


72 





elected Walton B. Sommer as 
vice president and Paul W. Sommer 
as treasurer. Other appointments in- 
clude: Frank A. Little, 
purchases, succeeding W. C 
Ford P. Schusler, manager of 
the industrial division William 
H. Getz, sales manager of the mer- 
chant trade division 


* 


pany 


director ol 
Erkert 
sales 


ana 


J. F. Bonistall Named 
MEMCO Sales Manager 


The appointment of John F 
3onistall as manager of The 
Moore Enameling & Manufacturing 
Co., West Lafayette, Ohio, is an- 
nounced by Walter B. Moore, 
dent 

Prior 
Bonistall was 
years with the C 
ing & Supply Co., 


as saies Manager and 


sales 


pres! 


MEMCO, Mr 
lated for three 
Manufactur 
Ohio, 


director of i 


joining 
ISSOC 
apitol 


of Columbus, 


vertising 


a 


J. F. Bonistall 


4 
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Southern Associates to 
Represent Nankee Paint 


The Nankee 
Inc., 43 South First St., 
N. Y., manufacturers of aluminum 
paint for home, farm and industrial 
use, has appointed Southern Associ 
ates of Atlanta, Ga., manufacturer's 
representatives for the states of 
North Carolina, South Carolina, Ala 
bama, Louisiana, Ken 
tucky, and Vir 


ginia 


Aluminum Paint Co 
Brooklyn 11 


Mississippi, 


Tennessee, Georgia 


* 


SSIRCO Open House for 
New Birmingham Branch 


Southern States Iron Roofing Com- 
celebrated the of its 
$300,000 Birmingham office and 
warehouse building on July 11 with 
an all-day House 300 
architects, and 
leaders were pres- 


pany opening 


new 
Open Over 
contractors 
and civic 


dealers, 
business 
ent 
The square foot 
structure doubles the size of the plant 
which was built in 1926, and the ad- 
ditional space will enable the plant 
to expand its manufacturing 
warehousing operations and improve 


modern 60,000 


ana 


its service to dealers 

Additional docks for loading 
tomer trucks are provided in the new 
building, and are located on 
the city’s main streets to connect with 
all major highways leading into Bir- 
mingham. Roller levelling and split- 
ting equipment for cutting aluminum 
coils has been installed so that dealers 
may get almost any aluminum 
sheet or coil wanted 
Falkner is Birmingham 

manager, while H. O 
manager 


cus=- 


one of 


size 


3urch 
branch 
Nash is 


sales 


of operations 
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for Extra Autumn Profits 


on Window Glass 


You can cash in on this seasonal “plus” 
business All it takes is a little personal 
promoting. First, get a set of these window 
streamers (we'll rush them to you, free), 
then put them up. They'll remind people 
it’s time to replace broken panes, nov 
and that you're headquarters for L°O:l 
Window Glass, as fine as money can buy. 
Of course, you'll want a display of 
L:O-F Window Glass and related items, 
too—glazing points, putty, putty knives. 
You'll need a good stock of the easv- 
cutting L°‘O-F Window Glass, with its 
famous, nationally advertised trade-mark, 
For advice on what quantities of the fastest 


selling sizes to stock, call your nearest 
LIBBEY: OWENS - FORD 


L-O-F Distributor. And use the handy 


coupon, below, to get your streamers. G @ Gpedl Name tw GLASS 














LIBBEY-OWENS-FORD GLASS CO., 569! NICHOLAS BUILDING, TOLEDO 3, OHIO 
Please send me.. free sets of your three different Window Gioss Streamers 


Company Name 

Street Address 

City Postal Zone 
Ordered by 


Your Glass Distributor 
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Cc. P. King, Bethlehem 
Steel Veteran, Dies . . 


Charles P. King, formerly south 
eastern manager of Bethlehem Steel 
Corp., died suddenly on August 14 
at his home in Atlanta, Ga. Mr. King 
had been connected with Bethlehem 
for many years until he retired in 
1945 

. 


N. ¥. Wire Cloth Names 
Two te Executive Posts 


Stuart M. Jones, vice president in 
charge of sales of the New York Wire 
Cloth Co., 445 Park Ave., New York 
22. N. Y., has announced two execu 
tive appointments 

Howard A. Nusbaum will be sale 
manager of the company’s Durall 
Aluminum Tension Screen Division 
He has been sales director of the 
firm’s midwest sales office for the 


. sth last four years 


Clinton Hardware Cloth has an unusually wide range Sewert Nusbaum 
of usefulness for both home and industrial applica- 
tions . . . sells well the whole year ‘round. William F. Sewert will be sales 
A leader in its field for over a full century, Clinton manager of the Multi-Strand Insect 
Hardware Cloth assures lasting customer satisfaction Screening Division. He has been 
because it is extra durable . . . heavily galvanized after hardware products sales manager of 
. . . the American Wire Fabrics Corp 
weaving for added strength at intersections. for three years 
When you order hardware cloth from your jobber, 
specify Clinton. It comes in all standard widths and ° 
meshes; unrolls flat for easy handling. Can be dis- 
played to good selling advantage, too, because it’s Marsh to Head Sales for 
supplied in attractive steel-banded rolls of 100 feet. American Steel & Wire . 
For additional information write or phone our 


nearest Sales Office. The appointment of Archie M 
Marsh as manager of sales for 
Hardware Cloth is manufactured and sold under American Steel & Wire, St. Paul 


the brand name of CALWICO in the West. Minn., has been announced by H. M 


g ‘rancis ‘e president of sales « he 
THE COLORADO FUEL & IRON CORPORATION — Denver, Colorado Francis, vice president of sales of the 


U. S. Steel subsidiary 
Mr. Marsh, who succeeds D. R 
Waterman, recently retired, former- 
ly was assistant manager of sales at 
the St. Paul office. A native of 
Tracy, Iowa, and a graduate of Iowa 
Wesleyan University, he _ started 
with the company as a salesman in its 
Chicago office in 1934 and four years 
later became assistant manager of 
merchant products sales there. In 
1947 he was transferred to St. Paul 
HARDWARE (a oe me ae | [ | Henry T. Core, who also started 
with the company in Chicago and has 
been with the St. Paul sales office 
since 1919, will continue to serve as 
assistant manager of sales there 


THE CALIFORNIA WIRE CLOTH CORPORATION — Ockiand, Colifornia 


WICKWIRE SPENCER STEEL DIVISION — Atlante, Boston, Buffale, Chicago, 
Detroit, New York, Philadelphia 
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J. Otterson, Remington 
Arms Official, Passes . 


John H. Otterson, manager, Peters 
Ammunition sales, Peters Cartridge 
Division, Remington Arms Company, 
Inc., died suddenly of a heart attack 
at his home in Bridgeport, Conn., July 
28, 1951. 

A former member of the sporting 
powder division of E. I. du Pont de 
Nemours & Co., Mr. Otterson was 
transferred to the sales department 
of Remington Arms Co. in 1935. He 
was well known in the hardware and 
sporting goods trade and to trap and 
skeet shooters all over the country 


+ 


Disston Appoints Allen 
Hardware Sales Manager 


Henry Disston & Sons, Inc., Phila 
delphia, Penn., announces the ap 
pointment of Samuel D. Allen as 
hardware sales manager for the 111- 
year-old manufacturer of saws, tools 
and special alloy steels 

A veteran of 25 years with the con 
pany, Mr. Allen advanced through 
various manulacturing departments 
to become a hardware salesman, sell 
ing to dealers through Disston whole 
salers. Immediately prior to his 
promotion he was in charge of sales 
engineering phases of Disston’s en 
tire hardware line. In his new posi 
tion he is responsible for Disston 
hardware sales throughout the United 
States 


S. D. Allen 


George E. Hopf, Mr. Allen's prede 
cessor as hardware sales manager, 
has been named manager of Disston’s 
newly-created Marketing Division 


7. 


Atlanta Salesman Wins 
Ekeo Preducts Contest 


George Chichester, Ekco Products 
Company salesman for the Atlanta 
territory, won an all-expense week's 
vacation following a company sales 
contest during the month of June 

Mr. Chichester rolled up the high 
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WROUGHT STEEL 
STRAP HINGES 


ys > > 
HINGES 


McKINNEY 


MANUFACTURING COMPANY 


1400 Metropolitan St., Pittsburgh 33, Pa. 


1951 





est percentage gain of any Ekco sales- 
man in staple brands during the 
month-long contest, according to 
John Brooks, vice president in charge 
of housewares sales. With his choice 
of any vacation spot in the United 
States, Mr. Chichester said that he 
will take his family to New England 


* 


New Lecation Occupied 
By American Mfg. Co. 


American Manufacturing Co, 
Brooklyn, N. Y., cordage producers, 
and their western factory division, 
St. Louis Cordage Mills, St. Louis. 


Missouri, announce the re-location of 
their New Orleans offices to 713 
Richard Street, effective August 1, 
1951 


. 


Bolton to Represent 
Eagle Leck Ce. .. . 


Leslie L. Bolton has been appointed 
a representative of Eagle Lock Co., 
Terryville, Conn., rather than of Eagle 
Rule, as stated in the heading of this 
appointment, page 64, August issue of 
SOUTHERN Harpware. The editors re- 
gret the mistake, and are pleased to 
make this correction 











HUBBARD'S 
REPLACEMENT RADIANTS 


FOR ALL TYPES OF GAS HEATERS 


ONE-PIECE MOLD METHOD 
PREVENTS SEPARATION 
molded 
old- 
sticking 


We feature one-piece 
radiants, eliminating the 
fashioned method of 
two halves together, which left 
a seam, that caused separation. 
One-piece molding gives a very 
smooth side, also the radiant is 
much stronger, thereby elimi- 
nating most breakage. 


J. H. HUBBARD & SON, INC. 


P. O. BOX 7244 


Write, or use the coupon below, 


to get complete information 


We monufecture ond 
cerry « lerge, com- 
plete stock of all ra- 
diants in Dallas, Tex- 


excess 
30,000 radionts. 


INVESTIGATE OUR NO. 1 ASSORTMENT 
AND EXCHANGE PLAN 


Our No. 1 assortment consists 
of four dozen different-type ra- 
diants picked out of our line of 
300 different types. These four 
dozen are the outstanding sellers, 
therefore it is not necessary to 
carry the entire line. We also of 
fer an exchange plan, so that a 
dealer at any time can exchange 
radiants that are slow sellers 


DALLAS, TEXAS 





J. H. Hubbard & Son, Inc. 
P. O. Box 7244 

Dallas, Texas 

NAME 


ADDRESS 


CATALOG COMPLETE 
DETAILS ON NEW ASSORTMENT 


PLEASE SEND ME— 


CITY 
STATE 
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Fones Brothers Elects 
New Officers, Directors 


At the recent annual stockholders 
meeting of Fones Brothers Hardware 
Co., Little Rock, Ark., the following 
directors were elected for the ensu 
ing year 

Robert H. Baker, W. B. Gosnell, 
Jr., John P. Haley, George W. Luker. 
M. H. Thompson, and Sterling W 
Tucker. Lee Martin was newly elect 
ed to serve on the board 

The new board of directors elected 
the following officers: Robert H. Ba- 
ker, president and treasurer; Sterling 
W. Tucker, first vice president and 
secretary; George W. Luker, vice 
president and merchandise manager; 
W. B. Gosnell, Jr., vice president; 
John P. Hatley, vice president; Lee 
Martin, vice president; M. H. Thomp- 
son, vice president and manager of 
the furniture department; A. Warner 
Waldo, Jr., assistant secretary; and 
G. W. Puckett, cashier 

Lee Martin, newly elected director 
and vice president, replaces S. G 
Catlett, who retired May 31, 1951, 
after being with the company for 25 
years He has traveled the south- 
eastern section of Arkansas and the 
northeastern portion of Louisiana 
during the past 16 years. Prior to 
joining Fones Brothers, he was a 
partner in a retail hardware and fur- 
niture store in Warren, Arkansas, 
and while traveling for Fones Broth- 
ers made his headquarters in War- 
ren, Arkansas 

W. Warren Haley, formerly with 
Henderson Baird Hardware Co. of 
Greenville, Miss., joined Fones 
Brothers Hardware Co. on June l, 
1951, and took over Mr. Martin's for- 
mer territory 


© 


Fred E. Gates, Pioneer 
Hardwareman, Dies . 


Fred E. Gates, 88, pioneer Okla- 
homa hardwareman and founder of 
the Gates Hardware & Supply Co., 
317 E. Brady St., Tulsa, Okla., died 
in a Hartford, Conn., hospital August 
6th after a year’s illness 

Mr. Gates, who retired from active 
association with the Gates firm three 
years ago, had been hospitalized at 
Hartford since becoming ill 

He came to Tulsa in 1919 and start- 
ed the wholesale hardware business 
after operating a retail and whole 
sale business at Sapulpa, Okla., for 
10 years. He built the present struc 
ture for the Tulsa firm 
ent site at the time the 
begun 

When 
tion of the 


on its pres 

firm was 
retiring from active 
Tulsa store, Mr 


opera 
Gates 
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turned the firm to his two sons, Wil- 
liam C. and George H. Gates 

Also surviving are two daughters, 
10 grandchildren and eight great- 
grandchildren. His wife, Harriett, died 


in 1939 ‘PLUS FEATURES” THAT SPEED 


° SALES OF ‘GREENLEE 22” 
es as an ae. 
| SOLID-CENTER AUGER BITS 


Interstate Hardware Co., Inc., hard- 
ware wholesalers of Bristol, Tenn., 
Virginia, announces a number 
changes among its executives 
fective August 1, with the new 
up of officers as follows 

O. R. Galliher, Jr., president and 
treasurer: H. W. Shumaker, vice pres- 
ident; G. A. Lindamood, vice presi- 
dent and secretary; C. B. Moore, vice UNIFORM HIGH INDUCTION 
president; and J. T. Cecil, chairman QUALITY for day-in, HEAT-TREATED 
of the board dav-out dependability absolute unif 

Mr. Cecil was formerly president of each ’Ganawnas 22 pendability a 
the company, Mr. Galliher was vice woduced with ws Nader this § 
president and treasurer, and M1: ore modern met! 
Lindamood was secretary cutting parts are ac ereatment. ““Gaesnuss 
curately sized to / 22° Solid-Center 
. indicated diameters Auger Bits t 

twist is ground 
for sure clearance cans tast, 
Hubbard Co. Appoints oouin eines olan tes 
Sadler Sales Manager rectly shaped pr woodworki 
portioned And ting means 

Luke Sadler has been appointed edges are carefully finishec on this for a long, 
Sales Manager of The S. B. Hubbard for clean, fast action! long time 
Co., of Jacksonville, Florida. Mr 
Sadler has been associated with the 











PLASTIC-SEALED When vou sell Gueenw es, you 
FOR PROTECTION ; 
‘ can be sure you re selling top 


From factory to 


: onmere nh quality always. Write today for 
vou ct mic thas 
heavy protective complete information on 


t 


coating shicids ' 
. 5 “ Gaeences Auger Bits and these 


Greenves 22" Solid 


Center Auger Bits other high-quality tools 


protects them ' Chisels, Gouges, Expansive Bits, 


from shipping and . ; 
‘ PpIng Car Bits, Draw Knives, Turning 


handling damage, 
seashore and other Tools, Spiral Screw Drivers, 
humid conditions. Elimin Automatic Push Drills, and 
Luke Sadler ates costly stock mair 

- many more. Ask for 
enance tor you 
keeps your stock in new Hand Tool Quick 
pertect shape! Refcrence File. 


company for approximately two 
years as manager of the Sportir 
Goods Department. He is also a mem 


ber of the firm's board of directors 
piele RBie) Ba ft las) ji.) 


; GREENLEE 


F. G. Speer, Wholesale 
Executive, Passes .. . 


Fred G. Speer, 83, died at his home 
‘ort Smit Arkansas, on Jul 
in Fort Smith, Arkansas, on July 10 STOCKED BY LEADING WHOLESALERS 


following an illness of several 
At the time of his death he GREENLEE TOOL CO., 1829 HERBERT AVENUE, ROCKFORD, ILLINOIS 





months 
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was president of Speer Hardware 
Company of Fort Smith, one of the 
largest wholesale firms of the city. 

In addition to two sons and a 
brother and sister, Mr. Speer is sur- 
vived by several grandchildren and 
one great grandson 


* 


Bluefield Supply Offers 
Visitors New Handbook 


Bluefield Supply Company, Blue- 
field, West Virginia, has issued a 
small booklet to familiarize visitors 
with the firm’s organization and 


history 

Handed to visitors by the 
pany’s receptionist, the booklet con- 
tains a listing of officers and direc- 
tors, department managers, 
visors and salesmen. In 
two pages devoted to the history of 
the company, the booklet contains 
information and pictures of subsidi- 
aries of the organization: Rish Equip- 
ment Co., Dixie Appliance Co., Clark 
Stores, and Counts Automotive Sup- 
ply Co 

One page is devoted to interesting 
facts about the company, and 
last page contains a map showing the 
19 outlets through which Bluefield 
Supply Company now serves its 
8-state area 


com- 


super- 


addition to 


the 





available for fall stock 


Sure Heat 
On neaters 


for small houses 


There's alway 


popular-price 


mall houses 


leal for f 
om shacks, and 


e heaters 


or fron " 
Black Magic™ fir 
andard equipment 
vent 


pace 


1 Cold air intake at floor level 2 Pot-type 
patented burner 3 Front-access lighting door 
4 Standard 6” stovepipe outlet. 5 Safety shield 
to protect fuel tank. © Portable tank. 7 Handy 
burner swab for easy firing. & Constant-meter 
one-way fuel valve. & Gravity-controlled flow line 


sure OKeui 


IL HEATERS 


d heaters 


ling stations 


heater 


ated, occupy about 35 x 21 x 


+ gas Stations « shops, etc. 


market for either of these 
uxe model R( for 


The Mode! 


camps, constru 


a ready 
Sell the de 
es, school rooms, etc 
garages 
other structures requiring inexpensive 
The de luxe model is a circulating 
finished in mauve color 


n be supplied through line from outdoor 


Model 12 
sh and built-in fue 
Both 


t-in tank (optional) 
mode 


are easy to me 


De Luxe Mode! RC.50 


Sold by leading hardware jobbers 
throughout the Southeast. Write 
monutacturer for complete details 





PLANO, TEXAS 


E. E. Gibbs to Manage 
Gadsden Hardware Co. 


August 1, E. E. (Gene 
Gibbs became manager of 
the Gadsden Hardware Co., Gadsden, 
Ala., with the title of vice-president 
and general manager 

Mr. Gibbs’ entire 
has been in the hardware industry 
For many years he was associated 
with Wimberly & Thomas Hardware 
Co., Birmingham, Ala., as director of 
purchases and later as vice president 
and director of the company. Since 
in 1948, he had been connected 
with Summers Hardware & Supply 
Co., Johnson City, Tenn., where he 
held the title of vice-president. 


° 


Effective 


general 


business career 


early 


Passing of F. M. Conner, 
Donnan Board Chairman 


Frank Maxwell Conner, chairman 
of the board of directors of the W. S 
Donnan Hardware Co., Richmond, 
Va., passed away after a long illness 
at his home, Cedar Grove, near Rich- 
mond on May 1, 1951. He had been 
connected with the firm for 
years 


over 50 


- 


Scovill Appoints Baird 
Green Spot Representative 


Scovill Manufacturing Co., Water- 
bury, Conn., has appointed G. M 
jaird & Company, Memphis, Tenr 
as manufacturers’ representatives ir 
the Southeastern states for Scovil 
Green Spot garden hose access« 


. Baird 


The appointment became effective 
July 1 

Territory to be 
inciudes Alabama, 
Kentucky, Louisiana 
North Carolina, South C 
nessee, and Virginia 

Members who will represent Scovill 
in this Geren M. Baird, Sr 
in the Memphis office; Geren M 
saird, Jr., Charles W. McKnight, I 
W. Williams, E. J. Smith, War 
ren W. Castle in the field 


Baird 


Georgia 


covered by 
Florida 
Mississippi 


irolina, Ten 


area are 


ana 


Manufactured by SURE-HEAT STOVE CORPORATION * 
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ly / 
\There’s'on EAGLE / 
\for every oiling job! 
x | | 


Eagle Oilers are steadily moving, day in, 
day out,—profit building items with wide 


spread acceptance I ead with the Le ider 


Eagle offers the complete line spring 
No. 201-NE bottom, hydraulic pump and pistol grip 
pump types—with straight, angle and flex 


ible spouts to meet the lubrication needs 


FOR YOUR BEST CUSTOMERS of every field. 


peer rr----- 


The man who walks out of your 
store with a pair of Klein Pliers is 4 J wr eS 

a satisfied customer. Workman or ast DL Nivel ee 
hobbyist, he appreciates the hand = AP 
fit—the individually honed knives = MY 
—the serrated jaws that give a sure j V} 


hold—the fitted hinge that oper- 


‘ 
' 
' 
' 
' 
' 
i 
' 
' 
+ 


ates smoothly. Yes, quality is your 
best salesman. 

Stock and display a representa- 
tive selection of Quality Klein 
Pliers. The complete line includes 
side-cutting pliers, oblique cutters 


and long-nosed pliers in a variety 


-—— ee ee ee ee ee oe 


of types and sizes. 


DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 


ah oo eo eeeneeoaanaceane 


International Standard Electric Corp. 
New York 


1 
KEEP THINGS * Attractive counter dis- | 
RUNNING ele nbals play cartons help to mer- 
OlL WITH AN chandise and sell Eagle , 
Oil f _ Ord 

EAGLE OILER! Sen for you, Cider 9 
' 

' 

4 


The Klein Pocket Tool Guide, showing 


the Klein line and containing useful from your jobber. 


information, will be sent upon request. 


 leieeieeienteeteatententeel 


ee eee 


EAGLE 
MANUFACTURING COMPANY 


WELLSBURG - WEST VIRGINIA 
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Celambus Iron Works 
Offers New Char-Broil 


Columbus Iron Works, Columbus, 
Ga., is offering a new rugged, cast 
iron Char-Broil home, picnic or camp 
grill. Features include: a full-length 
removable handle for carrying the 
Char-Broil; 18 x 12 inch iron 
grill easy to clean or remove; shallow 
depth cast iron firebox that uses little 
charcoal but withstands high 


cast 


heat 


special grate for holding 
gasoline, kerosene or alcohol for easy 
fire starting; simplified shaker grate 
that drops ashes into ash box; double 
draft doors for easy fire control 
sturdy removable legs of hollow metal 
tubing to bring grill to full 28-inch 
cooking height: iron skillet, 3 
inches deep, designed for frying fish, 
bacon, etc.; skillet interchangeable 
with Char-Broil grill, fitting directly 
over firebox 

Weighing only 48 lbs., the 
Broil packs neatly and 
in car trunk 


groove in 


cast 


Char- 


store easily 


* 


Medern Introduces Table 
Model Ironing Board . . 


Modern Metal Products Cc 
Greensboro, N. C., has introduced a 
new all-metal, table model ironing 
board which easily folds into com- 
partment unit that fits any suit case, 
23 inches or longer in size 


Weighing only 5'2 lbs., the board 


80 





is approximately two-thirds as large 
as a standard board when set up 
Rubber-tipped prevent 
ing. The ironing board may be set up 
1 any table and is said to make an 
ideal sleeve board 
Finished in baked-on 
board is 
$4.95 


legs scratch- 


white enamel, 


suggested to retail for 


© 


Reeve Co. Distributing 
Triecart Hand Track . . 


The : 
Ave., Angeles 7, Calif., is dis 
tributing the Tricart hand 
truck, weighing less than 30 pounds 
but designed to hoist, manipulate an 1 
transport loads up to 500 pounds 

The Tricart’s design is said to 
guarantee the leverage of three men 
and the load is held in constant bal 
ance by a simple hand adjustment 
The unit is made in two models 9 
45 and 52 inches in height respective 
ly, and it is distributed on a money 
back guarantee 

An illustrated 
scribing the multiple 
equipment is available on request to 
the distributors 


Reeve Co., 2222 South Gran i 
Los 
new 


e 


brochure de 
uses of the 


color 


a 


New Sports Catalog Now 
Available from D-M .. 


A new sports catalog showing Fall 
ind Winter equipment manufactured 
by the Draper-Maynard Co., 4861 
Spring Grove Ave Cincinnati 32, 
Ohio, is now being distributed to deal- 
ers throughout the nation 

The full-illustrated catalog contains 
16 pages devoted to Fall and Winter 
sports equipment, plus a complete de- 
scription of the Fall and Winter line, 


FALL and WINTER 
1951 


shoul- 
balls 
sport 


footballs, helmets, 
der pads, basketballs, 
striking bags, boxing gloves, 
sets, athletic clothing, and accessori« 

The 
price lists, 
distributor or 


ncluding 
soccer 


booklet, together with dealer 
is available from any D&M 


from the manufacturer 
~ 


New Shetland Twin 
Polisher and Serubber 


Shetland Company of Lynn, Mass, 
has introduced a new Shetland Twin 
Brush electric polisher that is said 
to wax, polish, buff, scrub and even 
dry clean practically every kind of 
floor, and to perform equally well on 

linoleum, asphalt 
tile, terrazzo, marble, cement 
floors. 

Priced at $49.95, the new unit 
comes equipped wtih two sets of 
brushes: Tampico brushes for polish 
ing and Palmetto brushes for waxing 


rubber or 


tile or 


wooa, 
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and scrubbing. Lamb’s wool bonnets 
for buffing and steel wool pads for 
heavy-duty cleaning are available at 
slight extra cost 

The new unit has a specially-de- 
signed construction that enables pol- 
ishing under very low places, into 
corners, and up to walls and borders 
The counter-rotating brushes cover a 
full i2-inch swathe with no unpol- 
ished center area 

A smaller floor polishing unit with 
many other household uses retailing 
at $21.95 is also available, it was ap 


nounced 


* 


Clark Intreduces New 
Rotary Mower Model . 


Clark Manufacturing Co., Deca- 
tur, Ga., announces production of 
a new rotary mower, Model 20 
that is said to offer quick starting 
and easy handling 

Features of the new model in- 
clude: a lightweight, air-cooled 
1'2-2-hp., 4-cycle gasoline engine 
heavy duty medel with 2'%-3 hp 
4-cycle engine pecially de- 
signed, heat treated spring steel 
blade that cuts a swath 20 inches 
wide, with blade easily removed 
for sharpening; blade fully protect- 
ed on all four sides; vertical shaft 
with ball bearings sealed in grease 
at factory; Flex-Handles for easier 
handling; special adjustable fea- 
ture that permits raising or lower- 
ing of blade to desired height, with 
cutting range approximately one 
to three inches above ground; four 
wheels with ball bearings, equipped 
with 10 x 2.00 semi-pneumatic 
puncture proof tires, and all weld- 
ed construction of chassis and han- 
i] 


Model 20 is said to be able to 
handle tough jobs, for moving ter- 
races or banks, and for trimming 
under shrubbery without damage 

Further information and descrip- 
tive literature is available from 
the manufacturer upon request 





Introducing 


PLASTICS 


For Both 
_ Hunting 
and 


Newest addition to the fast-selling 
Seal-Dri Line is the extra strong, low 
temperature “Super 20" Wader. Even 
at temperatures well below freezing 
they remain flexible and comfortable 
to wear. They are made of 20 gauge 
Vinylite material which has been ap 
proved for low temperature by the 
army and navy. Like other Seal-Dri 
products they are light weight, will 
fold compactly for carrying, are 
sealed electronically, and are low 
priced to sell in quantity. All Seal- 
Dri Garments are made of new Low- 
Temperature Vinylite which remains 
flexible in cold weather 

Be sure to see your jobber salesman 
for genuine Seal-Dri Products made 
by Seal-Dri Sportswear Company, 
Rockford, Illinois. Buy the com- 
plete 1952 line as illustrated below. 


FREE INFORMATIVE 


FOLDER FOR 
FISHER MEN- 





B&S Introduces New Designed especially for use with 
Whiz Wood Bits — a power tools, the bits are said to per- 


form efficiently in electric or pneu- 

The Billings & Spencer Co., Hart- matic portable drills and drill presses 
ford 10, Conn., is offering new Whiz at speeds ranging from 450 to 3500 
Bits, designed for high speed drilling RPM. Forged from tough, moly steel, 
of hard or soft woods, plywood, fibre- the bits bore end grain, side grain, 


t 


board, plastics, mica, etc through knots and partial holes at 





We. Pisniwe Jackié DEALER - 
GET OW TNE BEAN OMAGCON FOR MORE PROFITS - 
STOCK TWE COMPLETE BAKRACUDA Cm angles from 45 to 90 degrees without 


preliminary starting A pilot point 
guides the bit on any course desired 


Maximum drilling depth is 4% inches, 
and chips are continuously unloaded 
in seasoned lumber 

Made in two sets, the bits fit any 
14-inch drill chuck. Extended Whiz 


bits for use in drilling extra deep 
\ holes, penetrating wood floors, etc., 
are available with eight head sizes 
CRIMP BANK PYRAMID EGG ALMOND and in nine different lengths 
Prices and literature are available 
The sinkers shown above are molded in a complete range of sizes and weight: from the manufacturer 
for fresh and salt water fishing. Attractively priced to stimulate volume sales. 
Prices upon request. . 








SPLIT so on DuPont nom eee 
/ ~ LEADER. ootball with Stripes 
(q ARRAC UDA NYLON LEADER 
ee The Draper-Maynard Co., 4861 
SISMERS A MATERIAL Spring Grove Ave., Cincinnati 32, 
N. = attractively packaged in Ohio, is offering three footballs, each 
| NO, J : 7 _ ee of which has two white stripes cir- 


ay 014 to 
cling the ball at either end, for better 


visibility during twilight hours 











SPLIT SHOT SINKERS 


Sizes 5, 6, and 7 packed twelve 


shot to the easy working, newly : 
designed tin box. Size 88 packed . ; 
twenty-four shot to the tin Barracuda j . } 
Twelve tins to the box. Al! sizes } 
" STAINLESS STEEL — 
CORK BALLS LEADER WIRE . 

Made from solid cork u \ A Ssae 
round shape, hole through *. *) Put up in 25 foot and “EVERBRITE” 
center Furnished with : . 4 pound coils, pack- Tame Ess WHeE j 
wooden peg. Packed | |! : . in colorful enve aa | 
Doz. per box <a , Chromium nick- i 

*. ! Guaranteed ee ee 

ee c:. absolutely rust-proof 


PLASTIC FLOATS Barracuda Brand 

For casting or stationary CASTING 
rc TR IN A 

~ he: ~ long asti ng e OLLING LEADERS The balls are patterned after those 

and white Tenite floats Assembled with stainiess ste i ’ > > g 
are the favorites of fisher swivel en ene end. safety tig ~ now being used for night play by 
men. No more lost pegs other end. Mounted on display card many high schools and colleges, it 
Will not water log in lengths of 6", 9, 12 8”, 22 was announced In addition to the 


company's striped model of simulated 

on BARRACUDA - : | leather, two genuine cowhide foot- 

—_— = ——————Ey EZ balls will be offered this season: the 

SEE BARRACUDA DISPLAY DF410, listed at $10.95, and the DF414 
at National Hardware Show at $6.65. The latter ball bears the 


Booth 836 — October 8-12 : autograph of Frank Leahy, famous 
coach of Notre Dame, and both balls 


are leather-lined 
Complete details are available from 
the manufacturer 


@ HANDSAWS \ ¥ Clhonr ; 


@ CROSSCUT SAWS 


e ciRcULAR sAWs 4 Clock 
@ HACKSAWS \ 1 ] 
>. @ KEYHOLE SAWS FILES 
| @ ALL OTHER TYPES 
wnt 
. C. ATKINS AND COMPANY 
402 South Ilinois Street * Indianopolis 9, indians 
































ATKINS 
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Stainless Steel Sponge 
Added to Washburn Line 


The Washburn Company, Worces 
ter, Mass., has introduced a new 
Androck stainless steel sponge, pack 
aged in bright, colorful cellophane 
envelopes for counter display 


Available now for immediate ship- 
ment, the sponges come in two handy 
sizes—“economy” size, packed two 
dozen to a carton to retail at 50 cents 
each; and “handy” size, three dozen 
to a carton to retail at 25 cents 


° 


Lowe Brothers Offers 
Double-Header Promotion 


The Lowe Brothers Co., Dayton 2 
Ohio, is offering dealers a pre-tested 
paint promotion for spring use, The 
new program, known as the Double 
Header Promotion, is designed to 
stimulate store traffic, sales and prof- 
its. It practical 
painting items a giant-size paper 
drop-cloth to promote the sale of 
Mello-Gloss, and the Plaxwand, a 
new painting tool developed exclus- 
ively for Lowe Brothers to step-up 
the sales of Plax 


incorporates two 


The Double-Header Promotion kit 
contains advertising and display ma- 
terial for both products, a plan book, 
window posters, display cards, pen- 
nants, mailing folders, and newspaper 


ads. 

















THIS IS THE TWINE 
YOUR CUSTOMERS TRUST 


Fishermen choose Gold Medal Seine Twine because it’s the 
quality twine they know they can depe nd on. For generations 
they've used it because Gold Medal Seine twine ties right, 
hangs right and fishes better 
You can sell it with confidence because: 
1. Gold Medal is made from specially selected, 
long staple cotton, carefully spun and 
skillfully twisted. 
2. Gold Medal Seine Twine is the same twine 
used in famous Gold Medal netting. 
3. Fishermen know the name and label. 
So if you want always satisfied customers 
stock and push Gold Medal Seine twine. 


gly Medal 


repeat customers 


QUALITY SEINE TWINE 


THE LINEN THREAD CO., INC. 
(Successor to American Net and Twine Compony) 
418 Grand Street, Paterson 1, N. J. 

Boston 10, Mass. Baltimore 3, Md, 

Gloucester, Moss 


New York 17. N.Y 


San Francisco 5, Cal. 


Chicago 10, lil. 
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"You bet / sell 


Reund 
Chain!" 


Chain is one of my best bread 
and butter” items. Day after day... 
year after year it brings me steady 
profits ... sure repeat business. 


My Round Reel Salesman actual- 
ly makes chain sell itself. It holds 4 
reels (or equivalent in!/2or!/s reels) 
of popular small sizes of welded 
and weldless chain. Customers 
see it...and buy. Sol ring up 
sales that might otherwise be lost. 


A-3897 
a 
wD 

‘ee Zound 


ASSOCIATE CHAIN COMPANIES 


THE BRIDGEPORT CHAIN & MFG. CO 
Bridgeport, Conn 
THE CLEVELAND CHAIN & MFG. CO 
C and, Ohio 
OHIO HOIST & MANUFACTURING CO 
Cc and, Ohio 
tcl meae Vil cm mer as-\. pal, cm ae) 
Cleveland Ihio 
THE ROUND CHAIN & MFG. CO 
Chicago, I! 
D CALIFORNIA CHAIN CO 
S Francisco and Los Angeles, Cal 
SEATTLE CHAIN & MFG. CO 
seattle: Wash and Portland, Oregon 
SOUTHERN CHAIN & MFG. CO 
Birmingham, Ala 
WOODHOUSE CHAIN WORKS 


Trenton, N. J 





Genseo toe Feature 
Bushman Saw at Show 


One of the features of the Gensco 
Tool Division display booths at the 
National Hardware Show, October 8- 
12, will be the new Bushman bow 
saw, a 30” saw with tapered frame fo! 
working in close quarters. A blade 
width of 1%” is said to permit 
straighter cutting on wide timber 


Known as the “Miner,” the saw 
was designed for use in cutting and 
fitting shoring timber in mining, as 
well as for many other cutting jobs 
where speed is important 

Details and prices are available 
from Gensco Tool Division, General 
Steel Warehouse Co 1830 North 
Kostner Ave., Chicago 39, Ill 


e 


Yale & Tewne Launches 
New Leck Promotion. 


Yale & Towne Manufacturing Co 
Stamford, Conn., 
tional nightlatch promotion campaign 
built around the need for additional 
lock security. Retail dealers are be- 
ing provided a new, permanent mer- 
chandiser for displaying six popular- 
priced Yale auxiliary locks to give 
added security to existing front and 
back door locksets. The colorful dis- 
play board is designed to 
stalled on walls, 
windows 

The six Yale nightlatches 


has launched a na- 


counters 


being 





C 


Joncees ont tents ter prege 
fu and Pome Hack 
a 

snd Vlewiite Bach Rang 
@ Ake Up te date Specsn 


Fables and Price tine 


to help your cus- 
tomers toward easier, faster 
metal-cutting — sell them VIC- 
TOR hand and power hacksaw 
blades and flexible-back band 


saws 


They'll appreciate, too, having 
copies of the timely authorita- 
tive VICTOR Metal-cutting 
Booklet Be sure you have a 
supply on hand. We're making 
sure, with consistent advertis 
ing. that your customers know 
about them 


Sold only through recogwized distributors 


lalate VICTOR 


SAW WORKS. INC - MIDDLETOWN NY USA 


Makers of Hand and Power Hack Saw Blades 
Frames and Metal Cutting Band Saw Blades 


SOUTHERN HARDWARE for SEPTEMBER, 195! 





and tt detinitely 15 


FHOTCR and CHURN 


Lo stall / 
SERIES “410” 


IIONAL LOCK 


etent Applied 


behind the 8 ball 


if your customer ruins a costly piece of 


glass because you sold him an incompe- 


tent glass cutter. 


Mark hole centers with tem- 
plate. Drill for bolt and lock 
mechanism 


Mortise for face plate and 
strike plate 


Guard against this by stocking the 
brand preferred by professionals. The 
FLETCHER Glass Cutter is used in the 


y N= 
leading glass factories and wherever de- ke 5 


—" 


pendable cutting is required. Be sure 


Fasten sirike plate with two 
wood screws 


Position lock and latch by 
slot-engagement 


this trade mark appears on every carton. 





5 


Put on clamp plate by turning Snap on escutcheon. Depress 
to engage keyway Tighten spring-retainer aod apply 
screws knob 


@ also behind the 8 ball if you 
don't investigate the FLETCHER auto- 
matic glass cutting machine. An installa- 
tion in your store will enable your store 
clerks to cut glass with confidence to 
your customer's exact requirements. Ask 


No. 4110 


KEY LOCK 


your jobber to explain this automatic 
device to you. 
See us in Booth No. 8, 


National Hardware Show, 
New York City, Oct. 8-12 


THE FLETCHER-TERRY COMPANY 


526 SOUTH STREET FORESTVILLE, CONNECTICUT 


Fast, easy installation is one of many advantages you'll 
like in these beautiful Key Locks, Turnbutton Locks, 
Privacy Locks and Knob Latches. Write for catalog 
describing the Series 410" NATIONAL LOCKser, 


WMCTIVE HARDWARE. . a 


|\| NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS . MERCHANT SALES DIVISION 
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promoted in the campaign include: 
No. 197, “jimmy resistant” deadlock 
with a vertical bolt; No. 2, nightlatch ° 
with an extra long throw deadbolt 
that cannot be pried open; No. 042, 
designed to resist end pressure and 
containing an extra throw deadlock; 
No. 80, a pin tumbler springlatch for 
residential use; No. 36, a general pur- 
pose springlatch for narrow style 
doors; and No, 21, which offers ade- 
quate protection at the lowest price 


7 


\Wr"eou — 


New Moz-All Mower Mows, 
Cuts Weeds, Mulches .. . 


The new Moz-All mower, product 
of Wind-King Electric Mfg. Co., Mer- 
rill, Iowa, mows grass, cuts heavy 
weeds, mows automatically, and 
mulches leaves. The leaf mulcher 


Their dependability 
has been 4 recogn'z: 
ed characteristic o 


Wrir yA 
ATT. wine 


@ : ’ z eliminates the need for raking and 
CLARK FASTEN burning fallen leaves. The attachment 
3 ERS for close tO ay pulverizes leaves into a powdery 
. ka — mulch, which serves as a fertilizer 
5 Century- — 
’ from your boc 
Gn em \puTOR 
ER or DISTR 
3088! erte 
| CLARK Pros Rott (0 
i —_ ne Ea . 
H MILLDALE, CONN 
4 
f 
| 








R DEALER! 


The automatic mowing device is a 
simple drum and unwinding cord af- 
fair, The axle of the drum is driven 


Sell Your Customers 


into the ground near the center of the 
lawn. After the drum cord is attached 
to the Moz-All, the engine is started, 
and the mower automatically cuts in 


ever widening circles until the end 


of the cord is reached. Then corners 
and shrubs are trimmed by personal 
guiding 


BUILDING PAPER : 


Red Devil Floor Unit 


for BEAUTY CARs Oats « . 


new twin-brush floor condi- 
tioner recently introduced by Red 
Devil Tools, Irvington, N. J., and an- 

a ee O M E O R T nounced in the August issue of 

a n SOUTHERN HARDWARE, weighs 19 
pounds complete, rather than 10, as 
previously announced by the manu- 


FLEMING & SONS, INC. “oo 


Designated as No. FP-33, the unit 
is driven by a “4 h.p. AC-DC motor 
DALLAS, TEXAS 


and features twin 6-inch brushes, ro- 
tating in opposite directions and cov- 
ering a full 12-inch path 
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Old Hi Says 


Your H-! Man 
Has Something 
Valuable For You! ~ 


s 
4 
/ 


H. has the 1952 H-I line... one great 

source for all your tackle requirements... 

29,000 items, from rods and reels to snell hooks 

and sinkers ... the largest line and best values in 

H-I Power Glass, bamboo and steel rods... the 

best *‘ buys’’ you can offer next year’s tremendous 
market. 


He has the know-how — because he's a tackle man 
—to help you select the tackle that sells in your 
area ...the experience and personal interest that 
can help you plan an even more profitable volume 
for the new selling season. 


He has the story on another outstanding H-I na- 
tional advertising campaign ... details on how you 
can tie in — easily and profitably — with your own 
advertising and promotion. 


He has a lot you won’t want to miss. Watch for 
his card...plan to spend plenty of time in his 
sample room. 


HORROCKS-IBBOTSON CO. 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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An easy way to sell 
the famous AJAX line 


Here’s a great “merchandising tool” to help you sell the 
famous AJ AX line of quality builders’ hardware. This 
attractive, colorful counter display is an effective sales 
aid that makes it easy for the customer to select and buy. 
fasic finishing hardware is mounted on a rich 
lable materials and 
d under each iten and chart 
le identifies U. S. finishes 


ple s on the board. 


a 
distinctive 
line 
displayed 
with 

new 

sales 
appeal 


ASK YOUR JOBBER 


SAX 


Ajax Hardware Manufacturing Corp. 


351 Valley Blvd., 
Los Angeles 32, Calif. 








Winchester Model 52 The new model trigger mechanism 
Available in 4 Styles was produced after five years of work 
by a combination of electronic search 
The new Model 52 Winchester 22. jin the Winchester laboratories and 
caliber colt action target rifle will tested by many leading match shoot- 
feature new uniformity standards in ers of the country 
accuracy for small bore target shoot- : 
ers, as a result of a new, full-adjust 
able vibration-free Micro-Motion 
trigger and other accuracy-producing 
improvements. 


Model 52 will be available in four 
styles, and shooters will have five 
sight combinations to choose from 
Styles and their weights, which vary 

Announcement that the Model 52 with different sight combinations, 
has been superseded by a re-designed are standard weight barrel, about 
successor was made by George M 934 lbs.; heavy weight barrel, about 
Davis, sales manager of the Firearms 1! Ibs.; bull gun, about 12 pounds 
and Ammunition Departments of and sporting rifle, with 24” barrel, 
Western Cartridge Co. and Winches about seven Ibs 
ter Repeating Arms Co., Divisions of Three sight combinations are avail 
Olin Industries, Inc able for the heavy weight barrel and 











a TANDROTINE... 


’ EP's Proven Paint Thinner! 


amous TANDROTINE has been returned to the market by 
popular demand! TANDROTINE is recommended wherever a 
high grade paint, enamel or varnish thinner is required. 


Preferred by professional painters and homeowners alike, TANDRO- 
TINE has a high flash point, pleasing odor and is non-irritating. It's 
excellent for thinning, cleaning brushes, removing paint and grease, 
dissolving wax and a hundred other household uses. 


TANDROTINE is a high grade product . 

fine a thinner as any on the market and soli 
for a very economical price! Get new profits. 
bigger sales . . . Stock TANDROTINE today! 





the bull gun. Sights available for the 
standard weight barrel are Redfield 
63, front sight and Redfield Olympi 
W490 base, receiver sight. Sights for 
the sporting rifle are Redfield 1/16” 
full gold bead, front sight and Lyman 
8-F receiver sight Rifles without 
sights have no receiver sight cut in 
stock Receivers are drilled and 
tapped on left side, and holes are 
filled with plug screws. The front 
sight slots are filled with blank pieces 


° 


New Garden Hese Display 
Introduced by Sandee... 


A compact new display stan‘ 
planned to sell more garden hose in 
less space has been introduced by th 
Sandee Manufacturin Co., 5050 
Foster Ave., Chicago, Ill. Measurin 
only 18 x 22 inches at the base, the 
display holds 18 fifty-foot garde 
hoses and is less than five feet in 
height 


Special new slot fittings make 
easy to assemble or disassemble th 
sturdy wooden stand in a_ few 
minutes and without tools. While the 
entire stand can be disassembled into 
a small package, dealers may keep it 








__- * coping sow & ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices 
Tomes & co Nationally Advertised Products 


hack so ™POss so 
* block ws Pane! sows & pe ws ond Nests 
Planes % hang so vniNg sows 
mitre saws ws 
“ 


GREAT NECK SAW MFRS., inc. “-0.°=:* 


MINEOLA, NEW YORK scratch 


4.8 
+ for the stars in ovr line 
see your jobber 











TROWELS 


OWN TROWEL COMPANY + MARSHALLTOWN, IOWA 
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MOISTURE 
DOESN'T GET 
TO US 


SOUTHERN 


wooonD 


SCREWS 


(Slotted or Phillips Heads) 


are specially packed for protection 


When you order Southern wood screws in bulk, 
they come to you packed in indestructible steel 
cans with sealed locking covers. It's an exclusive 
Southern feature, for your convenience and for 
the protection of the product. Dirt and moisture 
can't get in. And you don't have to handle awk- 
ward wooden cases with their frequent breaking 
and leaking. In use, the cans can be easily closed 
and locked after the desired quantity of screws 
has been taken out .. . sizes can’t become mixed. 
Southern screws are manufactured in a modern 
plant using the finest quality materials. They are 
available in a wide range of sizes, slotted or 
Phillips heads. Investigat® the Southern line 
Write today for catalogue. 
FACTORY WAREHOUSES 


325 West Ohio St. 
Chicago 10, Ii. 


SOUTHERN 


SCREW COMPANY 


110 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


+ + + + + 
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Quick Turnover, Big Profit 
“Specials” from BURGESS 
.-for Fall and Christmas! 


@ Here's your chance to really cash in all during the coming season 
on the fastest-selling line in your business! From now until Spring the 
demand for Burgess tool and gift items will mount steadily, reaching 
an indicated all time high during the Christmas shopping rush. The 
merchandise is right, the prices are right and the markup is right for 
the easiest sales, greatest dollar volume 
| and largest profits ever experienced by 
Burgess dealers. Don't be caught ovt of 

stock! Order, today! 


BURGESS 
electric JIG SAW 
SANDER ¢ FILER 


| § 7 5 Complete 
- with Built-in 
Ato SALES- Rotery Motor 


PACKED PRICE 
A Sensational Profit Producer On 
Retail Store Counters, Everywhere 


Every year millions upon millions of prospects pre-sold on 
Burgess tools by Burgess advertising make volume pur- 
chases from retailers. One of these tools .. . the Burgess Jig 
Saw ...can help do an outstanding job for you! It's pertect 
for young and old, makes a wonderful gift .. . sells on sight 
Cuts wood up to 42" thick, light metals up to 44". Saw and 
sanding tablés tilt up to 45°. Blade cuts in every direction 
An amazing too! at a price so low it is sure to be one of your 
best profit producers for the months ahead. Package in- 
cludes saw, 3 blades, 3 sanding discs, project pattern and 
instructions. Order early and be sure of your supply! 


A Brand New Power Tool Kit 
Priced for Easy Sales 


Thousands of Burgess electric 
power tools sold over the counter 
every year help to swell dealer 
earnings. This year the new Bur- 
gess Vibro-Tool Kit promises 
greater sales than ever before. 
With NINE useful accesso- 
ries it is the ideal marking, 
engraving and decorating 
tool for hobbyists and crafts- 
men. Packed in beautiful 
“frame view" storage box, it 
appeals instantly to everyone 


A perfect gift. List prices 95 
> 


A Completely Different Sander... 
Display-Packed for Quick Profits 


BVI Hand Sender: Another new product 
from Burgess with a truly unlimited 
market. Sanders are packed 12 to the 
case ...in 3 cheerful color combinations 
of yellow, black, and red ... each case 
making up into a beautiful, eye-catching 
display (complete with display 

card). Burgess hand sanders are 

built to quality professional stand- 
ards... yet priced to appeal to 
hobbyists and home owners. Or- 

der your test case today (12 
sanders), then reorder, later. 


Suggested list price, ey 49 
. 


Order From Your Jobber Today! if he is out 
of stock, send order and jobber's name to 


BURGESS VIBROCRAFTERS, INC. 


Dept. O — 180 N. Wabash Avenve, Chicago |, Ilinois 








7 assembled to double for display and 


§ storage. All coils are inside the DIE TZ 
° stand, and none are hung on out 
For man, woman or child “ 


side pegs to hinder store traffic, 


was pointed out. Walt Ditzen, car- 
toonist, created the “test it your- LAN | ERNS 


w m self” cartoons on the stand, and 
plans call for use of these same car- e 
toons in all consumer advertising Darkness Strikes 
The new stand is now available to e 
the trade for a fraction of construc- Without Warning! 


tion costs. A money-saving gift cer- 
tificate also is available and entitles 

. : the dealer to a 50-foot coil of Sandee 
No. 41 Automatic Drill Feather-Lite plastic garden hese at 
a savings of $5.40 from the ret 
price 





ail 





easiest to use .. 






a 


easiest to sell 





Marble Introduces Two New 
Holiday Outing Sets .. . 


Marble Arms & Mfg. Co., Glad 
stone, Mich., has introduced two new 
holiday-packed outing sets to retail 
for $2.50 and $6.50. The less expen 
sive set, No. 301, contains a water- 
proof match box and pocket compass 

The $6.50 set, No. 304, features 
Marble’s woodcraft knife and pin-on 
compass and the waterproof match Carry a stock of dependable 
box DIETZ Lanterns to meet all 
unexpected demands. 


Lo DIETZ COMPANY 
EST. SYRACUSE 1, N. Y. El 











840 
OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 















» ; 
Prsh it! ... nothing . 
could be easier or more ' 

apatc 
eecureeee « 


reno wee s et OFF 


HORSE COLLAR PADS 


attractive to housewife, 
handyman or tothe skilled 
mechanic. Sturdy spring 
in handle makes drilling 
any hole a simple, one- 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 


1}, to ''y, inch... easy 





The two holiday-packed sets were 
designed by Marble to meet Christ- 
mas shopping needs and are packed 
in attractive gift boxes 





For every work horse and mule. 
“The pad with the rust-proof 


to see, select and replace. ° Prva 
Drills easily inserted and 

mncrt tan ct y ne Tapateo 
removed from chuck; ye Stanley Electric Tools 


cannot pull out in _ use. 
Chromium plated, fine 
looking and sturdy as all 
“Yankee” Tools. Every 


one you sell makes a 


Offers New Catalog . TRACTOR SEAT CUSHIONS 


Stanley Electric Tools, Division of 
The Stanley Works, New Britain, 
Conn., has released a new 96-page 
catalog which is believed to be of 
interest to builders 


friend as well as a profit The catalog gives full descriptive 














for you. information on the complete Stanley 
line of portable electric tools for 
J , a tz . > 
YANKEE’’ TOOLS NOW PART OF working in wood or me al Included For every tractor and farm 
TAN EY are such typical items as Stanley safe- eeiemten 
S L ty saws, electric planes, portable P stat. . 
ut en routers, tool sharpening grinders, See your jobber or write us. 
—* a electric drills, etc 
THE AMERICAN PAD & TEXTILE CO. 


Others are well known and in use 
throughout the industry 

Copies of the catalog are available MAKERS OF FAMOUS TA-PAT-CO 
from Stanley Electric Tools, 300 Myr- HORSE COLLAR PADS SINCE 1881 
tle Street, New Britain, Conn 
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Greenfield, Ohio 


NORTH BROS, MFG. CO. 
Philadelphia 33, Pa. 
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NEW, FAST-SELLING 


WATER-MIXER 


INEXPENSIVE “ LONG-LASTING 


Here's a fast-moving item that will guarantee 
greater sales volume and increase store traffic. 
Hancock Mfg., Inc. is offering a new water mixer 
ideal for home use in laundry tubs, showers, hose- 
end faucets, etc. 

No special adjustments — no plumbers or 
mechanics to install it— just screw on to 
faucets. 

Distributors write for illustrated material and 
prices. Mixers are individually banded, made of 
braided, reinforced hose with standard fittings. 


HANCOCK MANUFACTURING, Inc. 


135 S. Second Street * Philadelphia 6. Pa 











HORIZONTAL 
JET 
SYSTEMS 


. offer you a golden opportunity to “pump up your 
sales.” Sell the silence of Duro’s Horizontal Jet Sys- 
tems to your customers. Tell them how quietly and 
smoothly the Horizontal Jet Systems perform. 

For deep or shallow wells, this compact, high ca- 
pacity jet is renowned for its ease of installation . . . 
pressure and suction lines are readily accessible. 
Duro builds a complete line of water sofieners and 
water systems. 

FOR MORE INFORMATION ON DURO PROFIT 
MAKERS, WRITE TODAY FOR THE NEW DURO 
CATALOG! 





watch SALES bounce 


DRAPER-MAYNARD 


YW GML, 
FOOTBALLS and BASKETBALLS 


Draper-Maynard Rubber Covered 
Footballs and Basketballs 

are made of newly developed 
laminated materials. Simulated 
lacing, valve inflation, official 

in size, shape and weight. 








Draper-Maynard Rubber Covered 
Footballs and Basketballs are 
ruggedly built to withstand the 
hord wear and grind of outdoor 
concrete courts, gravel and cinder 
playgrounds and recreation fields. 


Order DRAPER-MAYNARD Rubber Covered 
Balls from your Wholesale Distributor now. 


2g SUI ew 


THE DRAPER-MAYNARD CO., 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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Your Customers want: 


CHENEY 


NAIL HOLDING 
HAMMERS 


Drive nail where de 
sired with claw end of 


hammer 


N TA 
IV, 
(EA 


3 As na 
the swing of the hammer 


enters wo« 


frees +? trom the na 


All Cheney Nail Holding Hammer 
handles now carry a bright new 
decal in two colors with informa- 
tion similar to that shown above. 
Stock Cheney Nail Holding Ham- 
mers, they sell themselves. 


Soles Representotives 
JOHN H. GRAHAM & (O., INC 
New York, #.Y 
SANFORD BROTHERS 
(Chattanooga, Tenn 


HENRY CHENEY “Cor!* 
v uv. $s 


CITThe Faces, w a 














| ‘ ‘ ‘ . . 
CLASSIFIED 
4a . . 4 
} } 





Agent 
or nationally adve 
ew he se hole ten Protected 

Powerf dvet plu 


ell 


; 
Wanted 
rtised re tiona 
l 
eed repeat business. Write R 
‘ SOUTHERN HARDWARE 

Peachtree Street Atlanta Oe 








Wanted 


i 














Black & Decker Offers 

New Lectro-Saw Display 
The Black & Decker Mfg. Co., Tow- 

son 4, Md., is offering free of charge 

Lectro-Saw 


window dais- 


to dealers carrying the 
line a new counter 
play for merchandising Lectro-Saws 
Brilliantly colored in orange, yel- 
low and black, the display is made 
of cardboard and sturdily construct- 
ed. Heavy-duty Lectro Saw rest 
afely on a shelf of the display 


Designed for counter or window 
use, the display measures 2444” wide, 
” deep, and 23” high 

* 


Thomas Introduces New 
Jar Holders, Wrenches 


8490 Lyndon 


announces 


Thomas Products Co., 
Ave., Detroit 21, Mich 
new Perfecto jar holders and wrench- 


+ 


es, designed especially prevent 
burns and wrist sprains, and damage 
to canning Jars and caps 

In addition to the safety features, 
Perfecto tools also speed up the can- 
ning process and help prevent spoil- 
ige of home-canned foods, the manu- 
facturer announced 

The adjustable jaw holders fit pint, 
quart and half-gallon jars. The 
wrench fits the standard jar cap 

Further information is available 
from the manufacturer upon request 








WANTED! 
Manufactu bets. 


Representative 
a 


Client has 500 garden trac 
tors together with spares and 
implements to sell on very 
attractive basis. Willing to 
make consignment deals with 
reputable outlets. This would 


excellent proposition 


make 
for man who regularly con 
tacts the hardware and im 
plement trade. Will make 
attractive offer to the right 
man. Please write, giving full 
details as to background, 


etc 


Address: 


HOLLYWOOD STATE BANK 
680! Santa Monica Blvd. 
Hollywood 38, California se 

















5 Great Lines 
of Parrish Bowls 


5 Different Kinds—5 Price Levels. They 
make your selling easier, faster, and 
more profitable. 


1. “Supreme” Finish 

2. “Liquid Proof" 

3. “Old Colonial” 

4. “Caeser Salad” 

5. “Paraffined" (waxed) Chopping 


New folder and New Price List illustrate 
and describe in detail. Interesting, im- 
portant new facts show the way to big- 
ger sales and profits. Write today for 
your copies and discounts. 


J. SHEPHERD PARRISH CO. 


205 W. WACKER DRIVE 
CHICAGO 6, ILL. 
Lorgest Manufacturer of Fine Wood Bowls 
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Be a Weather PROFIT-er' ! | 
Stock and SELL , 


Neankee Wray $2 
ASPHALT-ALUMINUM PAINT! *% 


The ALL-WEATHER roof coating with 3 BIG selling points . . . 
@ LONGER ROOF LIFE 
@ COOLER INTERIORS 
@ GREATER FUEL SAVINGS 


ARRANTY 


Cc Theis tiphalt ee 7 onlains 


PLUS ... the Nankee “WARRANTY"— 
your assurance of the manufacturer's high quality and a 
guarantee that each gallon contains NOT LESS THAN 
TWO POUNDS OF ALUMINUM METAL PIGMENT. 


Ask Your Jobber About the Profit-Making NANKEE Line! 
Manufactured by 


Nankee ALUMINUM PAINT CO., INC. 


Offices and Factory: 43 South Ist Street, Brooklyn 11, 


ORDER THESE FAST 


SELLERS NOW! ee ' : 
Swing and Well Chain fi 7? Z b le 
with, the finest. Ths Lo 
ae metal 
chain wire and 


then electro- . \ ] 
plated of poppe 
commercially \ 

pure tinc. A 

standard link end bet- . ¢ 

ter formed. 











STRATAFLO 











= ALL 
Flat Wire Tempered Broom Rakes a € POSITION 


The tines are of high carbon, tem- 
pered cold rolled flat wire, with round 
ed edge, 5/16" « 029. The tines are of 

i interlocked into the frame of the 
wreck, and cannot work loose. The combination 
is @ rugged one that will give lengthy, satis 
factory service—and due to the one piece construction, » 
olways retain its shape. Packed 6 Heads to re shipping cartor 
The handle furnished is No. | hardwood clear lacquer finish 
| « 42 inches, packed 6 to a bundle. Combined shippinc 
weight. 23 Ibs. per dozen 


—-... Galvanized Solid Clothesli 
a : Piabietaey cant Saute sane Patented Flexible Monel Metal Poppet, 
. * Men Kink wlll set sotinter. Eany cannot leak. Quiet, sensitive operation. 

ag — ~~ ll ae For cold or hot water or steam. 200 Ibs. 

“— Lecheve Units a pressure. Seven sizes. Ask for bulletin 204. 
box. Makes Inventory—insures fu) 
implifies handling and stock contr: 


“Serving the Jobber for 14 Years” order from 


UGGED your Jobber 
Wire Products 
ramnan™  ANOBERY vinta: | 222227. Z® provucts, inc. 


FORT WAYNE |. INDIANA 
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Rad Dew — Xe display nox tor MIXES IN COLD WATER! 


INTRODUCES Puritan Clothes Line 


Puritan-Maid clothes line. product CONSUMERS 
of Puritan Cordage Mills, Louisville, 
Ky PATCHING 


, is being packaged in a new pat- 
ented duplex corrugated box which 
offers complete protection during PLASTER 
shipment and serves as an effective ---fer crecks, holes 
display on dealers’ counters. Easily ; . 
packaged at the factory, it is said to os quer oe 


— increase dealer case-lot ordering 
[Famous for 
d av QUICK SALES 


Red Devil ‘ 
now adds the newest i because it... 
type of floor machine to its ’ ' ; 
complete line... a versatile . 1. Needs no sizing. 
floor conditioning unit that =“ ; = 
polishes, buffs, waxes, scrubs, . . 2. Mixes white in cold water. 
“steel wools,”* and sands*. , , 
Twin 6” brushes — easiest 4 : 3. Knits quickly to old plaster. 
to guide * Weighs 19 Ibs. : 4. Will not check or shrink. 
* Powerful “% H.P. motor 
Underwriters’ Approved 5. Does not peel or crack. 
* White plastic bumper. 
Backed by national adver- 
tising, complete merchandis- @ Available in 1, 2% and 5 tb. cartons; 
ing aids. 2, 5, 10, 15 and 50 Ib. poper bags; 100 
*Unit in reconditioning kit The box has a kraft outside with and 300 Ib. drums. 
at slight extra cost. white linerboard inside. Printed in 
red and black with prominent sales ee 
features and price spot, the box is ‘eee 
A Product of easily set up by dropping the front 
ames Gal idles & ender the tet. ORDER FROM YOUR WHOLESALER 


Red Devil Tools tom of the box OR DIRECT FROM US 


Irvington 11, N-J., U.S.A Each shipping-display box contains 
twelve 15-foot hanks or six 100-foot CONSUMERS GLUE faxe) 


32, anks of c - > 
hanks of clothes line 1S1S N° HADLEY ST ST LOUIS 6. MO 











See us at Booth 
National Hardware Show 














SELL THE GUARANTEED 


Now SHOX-STOK. long a leading elec 
tric fence controller, matches its high 
quality with powerful silent salesmen for 

L AW we € D G 7 Rg 2 you—colorful store displays that make 

wic K : SHOX-STOK easier to sell than ever 
' Write for new 195! newspaper mats 
Battery and Electric Models 


AT LAST A REALLY GOOD LAWN EDGER ; 
Three models neues one +‘. dry 

or wet batteries etail prices $12.9 
A real profit maker, a really good lawn edger at lost! The ©. an Gee aie, “eae 
leading jobbers everywhere 


Wick Edger's new and original design makes the cutting 

knife follow the contour of the ground so that it will not 

dig or plow. Your customers will like the Wick Edger a Guoranteed Products, Inc. 
because it is constructed to facilitate the greatest =< ALL-ELecTRIC MODEL PH-5S Wellington, Ohio 

possible ease of handling. The knife is self-adjust- S-yr. Guarantee 

ing and self-sharpening, the heavy gavge 
spring steel cutting whéel and blade are heat 
treated for long life. A 4 inch rubber tire 

guides the edger along smoothly and . Yo U R a 

without strain. Approximate unit : HARDWARE MARKET 


weight, 3 Ibs., handle length, 48 














Constant change—something new—something better—is a cher- 
acteristic of America 

The easiest way to keep up to date in the hardware trade is 
through the pages of your business magazine. For example, within 
the past year a survey among 4000 Southern retail! dealers and 100 
wholesale houses on the importance of sporting goods lines to 
the hardware retailer 

Again a survey among « representative number of dealers as 
to wages, hours, average pay, incentive plans, etc. SOUTHERN 
HARDWARE gives you each month information, ideas, plans and 
i suggestions based on the intimate contact of our editorial steff 
4 with the most successful hardware merchandisers over the South 

] | Write for complete information If you are not already a@ subscriber, send in your $1.00 today 

V for a yearly subscription or $2.00 for three years. 

ENGINEERING, INCORPORATED SOUTHERN HARDWARE 


Hmplex NEWCASTLE, INDIANA 806 PEACHTREE ST., N.E. ATLANTA 5, GEORGIA 
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Do Your WINDOWS 
Need Washing? 


NEXT Time, 
Switch to 


CELANESE 
Plastic Windows 


¢ Crystal Clear * Distinctive 
* Rugged * Serviceable 


Ask Today for Samples 


ATLANTA 
ENVELOPE 
COMPANY 


P. O. BOX 1267 * ATLANTA, GEORGIA 








SURE DEATH TO 


BOOTH 445 


GRAND CENTRAL PALACE 
NEW YORK CITY 


We'll be looking 
for you! 


BACKED BY A 


00 
*1,000,000 
ADVERTISING 
CAMPAIGN 
* 570 RADIO 
STATIONS 


* METROPOLITAN 
TELEVISION 


* 118 MAGAZINES 
* 635 NEWSPAPERS 
* 


d-CON IS SOLD WITHA 
MONEY-BACK GUARANTEE 


Write today for details 


d-CON C0 INC. ¢ 112 E. WALTON ST. 
= CHICAGO 11, ILLINOIS 


A PROVEN 
AND ACCEPTED 
PRODUCT FOR THE 
HARDWARE TRADE 











ASK YOUR WHOLESALER FOR YOUR 


Free RV-LITE Advertising Kit! 


Cash in on the growing demand for R-V-Lite — 
featured in “‘top magazines,”’ over leading radio 
stations. Use your FREE KIT to remind those “pre-sold” 
prospects that YOUR STORE is HEADQUARTERS 
for these all-year materials of 1000 uses about 
the farm and home! 


COLORFUL COUNTER 
DISPLAY 
suggests yeor ‘round uses 
STRIKING WINDOW 
POSTER 


affords double impact 


STORE BANNER 
OF &-V-LITE . 
demonstrates Rexibility and ° 
tronsporency j , 


CONSUMER “SAMPLER” 
FOLDERS 
Contect your 
wholesaler TODAY! 


N-\7 8am Oho); 120); 7 Gale). 


OE-CUT SELF-STICKING 
SIGNS 
for wall, door, counter ond 
shelf edges 
NEWSPAPER AD 
MAT SHEET 


shows wide variety 
of tree mots 
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j yckede bawn : 
Sweeper 

A practical, well-built Lawn Sweeper that keeps grass 

plots, walks and driveways clean with minimum labor 

The moderate price you can write on the tag, attracts 

display from 


many a sale. An item worth keeping on 
early spring until late fall. Information on request 


an Attractive Profit Item 


>t 





eee eoeoee 
= Secaa ts 





Collapsible for easy storoge 
MANUFACTURING CO, 
Dept. \S-55, Springfield, Ohio 
POWER & HAND LAWN MOWERS 


mASEFOOS 

















Woodruff LAWN SEED 
Sells better . 


- - - because it grows better! 
-- + because it’s adapted 





Southern Evergreen (for sunny areas)— 
a superior mixture that provides a healthy, 
rich lawn. 


Southern Shady (for shady areas)— 
Woodruff’s best Southern mixture for use 
where shade is heavy and growing conditions 
poor. 


Woodruff Seed for Better Lawns! 


| fl H. WOODRUFF « sun 


Main Office, Milford, Conn. 
Atlanta 7 Dallas 


The WRIGHT name is your 
guarantee of top quality in 
galvanized hardware cloth. 
Carefully woven, heavily and 
brightly galvanized, a Wright 
quality product all the way 
from rod to you. 
Southern Representotives: 
E. L. HORNIBROOK 
D. C. HORNIBROOK 
Box 176 
Avondale Estotes, Ge. 
LAWRENCE J. BALDWIN 


306 Carondelet Se. 
New Orleans 12, 


GE WRIGHT wie co 


an Ok a Ol be Mt i GL 








patio" —~ es 


AT BEAUTIFUL 


liner Ui 


You should enjoy the lux- 
ury of this five million 
dollar vacation paradise 

. hundreds of gorgeous 


(ae WITH THE CHILDREN 





acres and palm trees—on 
the ocean between Or- 
mond and Daytona Beach. 


Golf, tennis, fishing and ocean bathing at your door. Every 
convenience for children . . . nurseries, playgrounds. Near gay 
entertainment unsurpassed sightseeing, amusements, recrea- 
tion. Fully equipped apartment-villa with living-dining room, 
separate bedroom, tiled bath, electric kitchen—a Shangri-La for 
your entire family—only $49.50 weekly. Two and three bedroom 
villas slightly higher. Florida is superb right now—write for 


folder, rate sheets and any special information. 


? AMILY RESOR 


"DAYTONA. ava" 


FLORIDA 














WANT HELP? 


Each issue of SOUTHERN HARDWARE gives 
you many articles of immediate and lasting 
value. Here are just a few of the outstanding 
ones that have recently proven profitable to 
readers: 


Maintaining a Prospect List 

Farm Equipment Financing 

Controlling Trade-ins 

Selling Appliances to the Farm Market 


If you are not already getting the benefit of 
this helpful reading—as a regular subscriber— 
send in your order today: $2.00 for three years 
and worth the money many hundreds of times 
over. 


SOUTHERN HARDWARE 


806 Peachtree St., N. E. Atlanta 5, Ga. 
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FARM EQUIPMENT 


Section of SOUTHERN HARDWARE 


FAST SELLING 


806 Peachtree St., N.E. 
Atlanta 5, Ga. 


BUILT PRODUCTS = 
FIRST IN THE FIELD FOR 111 YEARS! 


In “EMPIRE” built tillage tools, balance or 
“hang” is a perfected quality, resulting from 
“EMPIRE’s” century old experience making 
sweeps, shovels, teeth, etc 


The scientific Isothermal heat treating process 
cushions shocks by imparting extra springi- 
ness and gives amazing freedom from break- 
age. The extra hard, fine grain steel structure 
takes a glass smooth finish for free scouring, 
lighter draft and longer wear. Farmers who 
know good tillage tools have preferred 
“EMPIRE” built products for five generations. 


THE EMPIRE PLOW COMPANY 
(1840) “Yn Our Second Century Of Progress” ( 
CLEVELAND 27, OHIO 


r 





You’re the Docfor..-  __ 


Your farm trade depends on you to prescribe the “right 


medicine” for healthy farming. Labor shortage . . . time . IIE eens 


so 
factors . . . operating costs . . . all are the problems of good = . 3 
dealer-farmer relationship. How are you meeting the situation? wa -—_ 
Can you truthfully say you are representing the best time, labor 
and money saving farm implements? You can if you sell the popular . ~~ 
Farm Tools, Inc. line. Every piece of equipment bearing the famous 
trademarks — Roderick Lean — Vulcan — Harvey — is designed and built 
with one thought in mind . . . to save a farmer time and money on his farm 
. to cut his farming costs to the bone . . . to make his job easier. And the 
prestige that goes hand-in-hand with a good name of 89 years’ standing 
means many satisfied and enthusiastic customers . . . plenty of repeat business. 
Contact your distributor today. > 





Qi Te TRACTOR DISC ALL STEEL FLEXIBLE 
HARROW ROTARY HOE 


- Ab tg 5 v 


vo,r~- 


4p j 


WIDE TRACTOR Lane) pie ah th dd 


SINGLE DISC HARROW 7 WAGON BOX UNLOADER 





TRACTOR PLOW PULVERIZER SPROCKET PULVERIZER 





B MILL 
z 
"ACINE LINES 


FARM 
ELEVATOR 


. Red-Hed" CORN SHELLER 
Red-Hed ; 
HAMMER Red-Hed 





Write Farm Tools, Inc. for name and address 
of nearest Farm Tools, Inc. Farm Implement 
and Harvey Line Distributor. 
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The company’s service truck, 
equipped with a workbench and 
other facilities for repair work, 
was placed in a prominent 
position for the “Farmers’ 
Night” program. Here, tractor 
manager, Stanley E. Day pre- 
pares to take the truck on 3 
round of farm visits 


Vv. H. Huse discusses tobacco 
farming in his scheduled talk on 
the “Farmers’ Night” program 


RgseRvaTiOws HAUE SEES ADE 
vor You ont TAM Pastiy 


7 march 1952 

DATE: Wednesday, 7 . 
om - 
OBI VERSAL MOTORS IF 


so? West street, Annapolts, 


stanley 2. Day. SF 
S TECHNICIAN 
ae 


wet SERS: 
orl co mvati 


©. Giadings, Preetdert 
vert aery FARM ED 
Roseel) ees 


steliings 


Moreland 


POURDATIS 
County Agent 





ynVERS 
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OWNERS 
SERVICE 


200% GAIN 
IN 


SHOP VOLUME 


A 200° INCREASE in shop vol- 
ume may sound phenomena! 
but that impressive figure is the 
result of a special promotiona 
campaign put on by 
Motors, Inc., Annapolis, Md., de 
signed to attract more custome! 
and to develop a closer relatior 


the Proeres 


Directly Pollowing 
rectly Be 


Refresnmente #1) 
Served 


aw 


DS REAYTWE! RT 


THE WORL marek 


cage TOSE IP BOTTING 
Bet worn 
SrzARD CHARLES & JERSET JOE woot 
will Be Shows 
"A Sew 
20 INCH TELEVISION scnees 
Courtesy 
ape i met 'S 
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Universal 


hip betweer 
dealer 

Climaxing tl 
fort was a well 
Night which 
than 400 person 
educational talk 
entertainment. Duri 
part of the 
their families hear 
problems of tobacc: 
allied ubj 


from \ 


progr: 


other 
pecialists variou I 
ganizations. Then, the giganti 
family party turned to a scheduled 
entertainment program, including 
the awarding of a number of cas} 
prizes 

The overwhelming 
this promotional undertaking 
Much 


letailed 


ucces 


no mere coincidence 
and some careful, <¢ 
ning 
for the event 

Initially 


postcard 


went into the 


1000 pr 

were 

organizations and farm populatior 
of the trading area, telling them of 
a surprise event in thelr interest 
which would soon 
vising them to watch for 
ments. Similar “tease! were ré 
peated in the South Maryland 


be held and ad 


develop 


. P } 1 
(Continued on page 123) 
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Southern Dealers Report Increase in 


Sales and Service Volume 


pone OF new equipment by a 
KJ majority of farm 
equipment dealers 
or at least equal to levels of a year 
ago. This situation, as of early 
August, was revealed in a survey 
completed by SOUTHERN FARM 
EQUIPMENT Section of SOUTHERN 
HARDWARE among a large number! 
of dealers in the 16 souther 
southwestern states 

While sales, on the average, are 
above the 1950 period, there has 
been no heavy in sales 
despite continuing 
shortages since the outbreak of the 
Korean War. Instead, the need for 
maintaining a consistent sales pro- 
gram is apparent upon inspection 
of the inventory situation. A sub- 
stantial number of dealers reported 
with the av- 


southern 


ana 


increase 
predictions of 


increased inventories 
erage rise being 25 percent 
Meanwhile, an overwhelming 
majority stated that shop volume 
is well ahead of last But in 
the matter of prices of used equip- 
ment the picture is not so bright 
A majority of dealers reported that 
equipment are, at 


yeal 


prices of used 


best, equal only to levels of a yea 
ago, and in line with this, only a 
bare majority indicated that they 
are making a profit on sales of re 
conditioned trade-in 


Inventory Situation 


of the 


inventory 


Question No. 1 
asked, How does 


compare with a year ago? Up 


survey 
your 
Down SIMO ooo occceeeee 

67°° of the dealers participating 
in the survey indicated that inven- 
tories are heavier than a year ago 
while 27° stated that inventory 
levels are about the same as in the 
1950 period. Increases ranged from 
10° to 50°, with the average rise 
being 25% 

The increase in sales reported by 
dealers was by no means as gen- 
eral as in the case of inventories 
Asked in Question No. 2 how sales 
volume of new equipment com- 
pared with a year ago, 55° indi- 
cated that sales have increased 
Increases ranged from 7 to an ex- 


100 


are either above 


A Reader Survey 


with the average being 
However, 36° of the 
answering this 
stated that have 
Here reported 
from 5%°e to as 
the average being 22 
In their 
some 


treme 90%, 
about 23° 
dealers question 
declined 
ranged 
with 


sales 
decreases 


high as 70 


survey 
that 


replies to the 
dealers commented 
among farmers “money is not so 
free” as it has the 
This may account partially for the 
fact that while sales of new equip- 
ment show only a modest increase 


been in past 


r levels of a year ago. Howeve! 


average increase Wa about 


In thei dealers ex- 
pressed concern over! 


which 


replies 
the prices of 
used equipment have not 
advanced along with the costs of 
doing business. Answering Ques- 
tion No. 4 which asked, Are prices 
being received for used equipment 
holding to levels of a year ago? 
only 9 percent reported that prices 
have moved up, while 55% indi- 
cated that prices of used equipment 
merely are holding to levels equal 
to those of a year ago. In contrast 
36° of the dealers answering this 


The Survey Questions 
How does your inventory compare with a year 


age? 


How does your sales volume of new equipment 
compare with a year age? 


Hew dees your shop volume compare with a 


year age? 
Are 


being received for used equipment 


to levels of a year ago? 


are you able, 


pe ak trade-ins, 
asa , te sell these at a profit? a 


service 


last 
substantial majority of dealers are 


ove! yeal shops of a 


doing a heavy volume of business 
Shop Volume Up 
Question No. 3 asked, How does 


your shop volume compare with a 
year ago? Up % Down 
Same % 

Of the dealers 
question a large majority—75‘ 
stated that shop volume is running 
ahead of the 1950 period. Slightly 
more than 24% reported that shop 
volume is at least equal to last 
year, while less than 1% indicated 
a decrease. One dealer replied that 
his shop volume had jumped 200° 


answering this 


a 
5 


question stated that prices of used 
equipment 


the 


are less than a year 


average decrease being 


ago 
15 

The perpetual problem of realiz- 
ing a profit from the sale of re- 
conditioned trade-ins still plagues 
dealers many of whom stated that 
overly-generous allowances are 
being offered on trade-ins, thus 
making it virtually impossible to 
re-sell at a profit. Asked in Ques- 
tion No. 5 if they are able, as a 
rule, to sell reconditioned trade- 
ins at a profit, only a small ma- 
jority——-58°>—indicated that they 
do realize a profit from this phase 

(Continued on page 126) 
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A report to you about men and machines 


that help maintain International Harvester leadership 


How IH dealers use pre-season inspection 


to head off rush-season jams 


IH pre-season inspection for scheduled service finds wear 
before it makes trouble... encourages farmers to get 
needed service ahead of the using season. It builds good 
will by slashing upkeep costs builds business by bring 


ing equipment in for regular service during slack seasons 


Prescribing replacement parts is an easier job for the IH 
partsman after a pre-season inspection shows exactly what 
is needed. It takes the guesswork out of cost estimates, 
too. By suggesting installation of worn related parts, the 
IH partsman can help to make overhauls last longer. 


Testing hydraulic “muscles” to measure their strength. This 


IH serviceman is using a hydraulic pressure gauge to 
make sure the hydraulic pump delivers the proper pres- 
sure for lifting mounted equipment. Check-ups like this 


often head off costly repairs with a simple adjustment 





it takes all rep 
5-STAR 
SERVICE 


cave that unt i the fly 


TRAINED SERVICEMEN 
IH APPROVED TOOLS AND EQUIPMENT 
1H BLUE RIBBON CERTIFIED QUALITY 
1H PRECISION-ENGINEERED PARTS 
1H PRE-SEASON INSPECTION FOR SCHEDULED SERVICE 


five to insure 


the complete 














IH 5-Star Service is a lifesaver for all farm equipment. It 
corrects wear before it causes trouble restores Original 
performance while it's easy and economical to do. Point 
out to your customers that better work and longer service 


are farm-proved dividends of 1H 5-Star Service. 


INTERNATIONAL HA RVESTER 


International Horvester products pay for themselves in vse— McCormick Farm Equipment ond Farmall Tractors 


Trucks Crowlers Tractors and Power Units 


Refrigerators and Freezers 


General Office, Chicago |, Iilinois 
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Left, Cecil Walker, a 
co-owner of the com- 
pany, briefs a mechan 
ic on a farmer's com- 
plaint before sending 
the service truck out 
to handle the call for 
service work. Below: 
Walker maintains reg- 
ular contact with cus- 
tomers; prides himself 
on almost always hav- 
ing the parts they 
need. Knowledge of 
equipment on sur 
rounding farms helps 
company keep abreast 
of probable parts needs 


Emphasis 


on 


Service 


By Ress Holman 


A DEALER’S VOLUME of business farmer's words: “I've got no com 

usually is only as good as the plaint against the mowing ma equipment back into operation 
quality of service he provides, ac- chines you are trying to sell. They fast 
cording to Cecil Walker, a co- are as good as any I've seen. But “That is the reason I am buying 
owner with B. H. York of the Main’ if I should have a breakdown in from this other dealer. He not only 
Street Implement Co., Springfield, the middle of a hay crop a year’ has a service man on the job a 
Tenn. Walker, a veteran in the from now, I want more than a_ few minutes after the trouble oc 
field, rates dependable service as mowing machine. I would want a_ curs, but he doesn’t have to order 
any dealer's number one asset and dealer who would be there with replacement parts from a factory 
over the years has built an im-_ the parts and service to get the (Continued on page 122) 
pressive business by maintaining 
a reputation for keeping the equip- 
ment of his customers in operation 
with a minimum of lost time 

Early in Walker’s business ca- 
reer the importance of service was 
brought home to him quite force- 
fully. He lost the sale of two 
mowers to a competing dealer be- 
cause the customer was more fav- 
orably impressed with the other 
dealer's service 

Walker has never forgotten this 


Complete records of equipment 
in use in the trading area and 
the quality of service the equip- 
ment is giving helps Walker 
maintain accurate data on the 
size and type machinery best 
suited to farms in his area 
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TIME OUT, OLD- TIMERS 








The hills have yet to echo sweeter sound than the ringing “‘come and get it” of 
the old dinner bell, splitting a torrid day in two at threshing time. For the busy 
crew, it meant a well-earned pause—the first since sunup. It meant a brief “‘time 


out,”’ a chance to stretch a bit—and get out from under a morning’s layer of chaff 
and dust and sweat. But best of all it meant a sumptuous feast—the kind reserved 
for kings and threshermen—the very best of a talented kitchen crew, garnished 


with the humor and good-natured banter that signal real fellowship 


This fall, throughout the nation, the old crews have been getting together again 
. .. this time to thresh the past, to harvest the rich yield of memory, to claim and 
store forever the golden grain that only fellowship can sow and only time can 
nourish. And we of John Deere are proud to join them in their retrospect, proud to 
share with them their golden memories, proud that we and our John Deere dealers 


have been a part of the great progress in harvesting equipment they have witnessed 


JOHN DEERE “- SOoctineae, G4. 
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4O % of Service 


Mr. Miller 


oon PERCENT of the service vol- 
ume of the North Texas Tractor 
and Implement Company of Ter- 
rell, Texas, results from work 
done at the farm home of the 
equipment owner, with farm help, 
which cuts expenses for both farm- 
er and dealer 

An increase in the amount of 
field service work by this com- 
pany would be welcomed by Mari- 
on Miller, owner, for field service 
has been found less expensive, 
gives more saving of time and 
generally is more satisfactory by 
keeping the shop less cluttered 
with equipment awaiting service 

Miller, who is a Case dealer, fol- 
lows the rule of most service shops 
by bringing into the dealership 
any tractor that requires a com- 
plete overhaul. For this service, 
again like many other dealers, he 
makes no charge 

But for practically every other 
service function, one mechanic, 
with the necessary tools and parts 
is sent to the owner's farm, This 
cuts expense, says Miller, because 
only one round-trip is involved in- 
stead of two and it saves time in 
the actual operation be 
cause the farmer, and perhaps one 
or more other persons on the farm, 
pitch in and help with the non 
precision work involved 

This not only cuts the farmer's 
service charge by reducing me 
chanic hours, but it also makes it 
possible for the shop to spread its 
service over a wider area, Some- 
times two or three service calls 
are made on one trip 


service 
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Volume from 


On-the-FKFarm 


Repair Jobs 


Field service specialist 


uses 


farmer-helpers and cuts expen- 
ses for both farmer and dealer 


By Baren Creager 


Miller's 
larly distinguished by the mechan- 
ics employed. Al] three mechanics 
are themselves farmers, living on 
nearby farms. But they do not like 
the daily routine of farming, hire 
‘stand-ins’ to do the actual work 
and oversee the technical features 
and check on livestock before and 
after shop hours and on Sundays 

Three pick-up trucks are main- 
tained by Miller for service calls 
and with them the three mechan- 
ics produce a satisfactory volume 
of work. 

“Most of our field work is done 
some miles distant,’ explains Mill- 
er, “some of it as far as 75 miles 
We sell over a wide territory and 
the policy of using pick-ups and 
going to the farmer on short notice 
makes it possible for us to main- 
tain the equipment we sell. Inci- 
dentally we don’t, with rare ex- 
ception, service anything we don’t 
sell 

‘There is, of fair 
amount of service volume from the 
immediate territory here around 
Terrell, from farmers who often 
bring their equipment in. Even if 
they don’t bring the equipment, 
servicing it represents modest ex- 
pense only 


establishment is 


singu- 


course a 


short dis- 
from the 
cream 


because of 
tances. So this service 
immediate territory is the 
of shop work 

“We don't do so bad on long 
trips, either. I find there are not 
many service jobs that cannot be 


completed in four or five hours 
and that, of course, makes it pos 
sible to drive a substantial dis- 
tance, perform the work, and re- 
turn the same day 

“Farmers, their sons and others 
on the farm, help speed up a serv- 
ice job by helping out, even if their 
help consists only of cleaning dirty 
parts 

“On field trips our 
always carry a good-sized pan and 
a wire brush. When dismantling is 
involved, the farmer generally vol 
unteers to help. He is there at the 
job, naturally, and he is going to 
stay there so he can see what the 
mechanic does. It is rare that a 
farmer doesn’t voluntarily help 
and if he doesn’t, it is suggested to 
him in an inoffensive manner that 
if he wants to take pan and brush 
and clean dismantled parts, he can 
save himself money by cutting 
down the mechanic's man hours 
This never fails to make an ener- 
getic helper of a farmer.’ 

Miller candidly admits that he 
is choosy about his customers and 
that he prefers to sell where there 
are no paper hazards. So he 
chosen to develop business where 
the ownership is solid financially 
and in following this 
put Case equipment on a large 
number of plantation-type farm 
operations. In this he benefitted 
from friendships made while trav- 
eling for a nationally-known man- 
ufacturer of building materials 
When he quit the road he made 
a standing start in the implement 

(Continued on page 124) 


mechanics 


has 


policy has 
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Must Liberty 
be SCRAPPED? 


Not the statue... she’d be last to go. 
But how about the things she stands for? 


How secure is the freedom that has beer ren to us by those 

generations of Americans who sweated, froze, fought and died 

all the way from Bunker Hill to Bastogne—to Parallel 48? 

The foundation for the Bill of Rights and the freedoms it 

guarantees is only as strong as our determination to safeguard this 
priceless heritage 

Now, what can you do to keep alive the flame of Liberty— 

to keep it alive and rekind/e it so that it might burn even 


stronger through the years ahead? 


HERE'S ONE THING YOU CAN DO! 

Today America is producing double—two assembly lines are 

going full blast. One line is building the materials necessary 

for the defense and preservation of our nation. The other is 

turning out everything from automobiles to arc lamps, from 

safety pins to box cars so that we might maintain our living 

standards even while we buckle on the sword for defense of those 

ideals that have made us a great nation where the flame of 

freedom still burns bright to serve as a beacon of hope to a large 
segment of mankind 

All this takes scrap metal mountains of scrap metal for steel 

To produce a ton of new steel, it takes 1000 pounds ot 

scrap metal. It is estimated that 36 million gross tons of scrap 

will be needed to meet production demands this year. Next 

year we will need even more. And scrap reserves are already 


dangerously low not enough to carry through the winter ahead 


HERE'S HOW YOU CAN HELP 

Look around your own home your business, your fara or 

where you work. Rusty sheet metal, discarded plumbing, obsolete 

tools or equipment—any metal that is no longer useful can 

be sold AND IS URGENTLY NEEDED! Even a few pounds 

are valuable to industry and worth money to you when turned 
in to a dealer of scrap metal 

Back America’s double production lines! Collect and turn in 

scrap metal NOW! 


Manufacturers of a Complete Line of Modern Machines 
Visionlined Tractors, and Power Units for Agriculture 


L 
p 4 — Sf. .. . and Agriculture is Basic to Our Econom 
RED POWDER : aie 8a) a ico Our Economy 


|_TwRM IN SCRAP ToDAr! \ dh 
a MINNEAPOLIS-MOLINE 


MINNEAPOLIS 1, MINNESOTA 
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Promotion of 


DIVERSIFIED 
FARMING 


+++ Opens new opportunities 
for sales of equipment 


N THE AREA surrounding Ham- 

burg, Arkansas, farms which for 
generations raised cotton, are be- 
ing converted rapidly to small, but 
profitable rice farms through the 
aggressive efforts of the Walker 
Hardware & Lumber Co. 

E. T. Walker and his brother, 
Vaughn, owners of the business, 
have made it a policy to consist- 
ently promote diversified farming, 
and they capitalize on their activi- 
ties by keeping in stock the many 
types of machinery and equipment 
used in a wide variety of farming 
operations 

They were among the first in 
their county to encourage owners 
of small cotton farms to try rice on 
their prairie acreage. The task was 
not an easy one. Rice growing re- 
quires machinery, and many of the 
cotton farmers were still using 
horses for cultivating their land 

“We had to prove to them that 
much of the machinery used for 
growing rice can be alternated for 


use with other crops,” said E, T 
Walker 

“A cotton farmer can’t be 
changed overnight. He _ usually 
wants to experiment cautiously, 


and we have to help in the change- 
over from cotton to rice. In fact, 
we know that it is to our advan- 
tage not to push the farmer into 
rice farming on a large scale. 
“Practically every farmer in our 
area who IS raising cotton or rice 
wants at least one other source of 
cash, Some are sideline timbermen 
Others are small-scale stock rais- 
ers or dairymen. It al] adds up to 
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making a living, and we make our 
own profits by extending our op- 
erations to serve as many of their 
activities as possible.” 

Although the store and display 
areas are in the heart of town, the 
owners have enough space for 
practical demonstrations of every- 
thing sold. Even the stationary 
engine for pumping water for rice 
is in a separate display room, at 
the rear of the main store, where 
it can be shown in a practical way 





By S. W. Ellis 





This equipment often is the first 
machinery bought by the new rice 
farmer. Sometimes it comes be- 
fore the tractor. Interested farm- 
ers often look at the engine for 
several seasons before making up 
their minds to try rice farming. 

Even when a tractor demonstra- 
tion is given in the big lumber 
shed or on the lot, the buyer is in- 
vited to look at the stationary 
engine 

“We want the tractor buyer to 
know that the equipment he gets 
can be used for either rice or cot- 
ton,’ Walker explained. “The dual 
use of the machinery is often what 
influences him to mechanize his 
small farm. 

“Most of the farms in this area 
average 60 acres. They are small, 
but in many instances can be used 
for both cotton and rice.” 





tive 


Rice has been grown only 
years in this area, but already is 
out of the experimental stage and 
firmly established as one of the 
best cash crops 

Because many of the rice and 
cotton farmers are also pulp wood 


cutters and haulers, their needs 
are closely studied by this versa- 
tile dealership whose slogan is: “It 
All Adds Up to a Living.” Buck 
saws and frames, axes, wedges, 
sledges, files, cold shuts, and other 
tools are featured along with farm 


equipment 
Where possible the company 
places large orders for all farm 


supplies and equipment to enable 
it to pass along the best possible 
prices to its customers 

“We find that we are handi- 
capped if we don't place large or- 
ders,” Walker explained. “Of 
course, we don't know how long 
we'll be able to buy a carload of 
tractors and other items on the 
short list. But we'll continue buy- 
ing that way as long as we can 

When the most recent carload of 
tractors was received they moved 
at the rate of one a day until all 
were sold 

In business since 1914, the Walk- 
er Hardware & Lumber Co. has 
always bought well in advance of 
seasons, so that when the season 
arrives, complete stocks are on 
hand for display and selling 

Rice will eventually be the main 
crop of the area, Walker believes 
He and his brother are doing all 
they can to promote it—and the 
machinery needed for it 
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OLIVER | 
Sancaralicah ten 


speeds up Overh 


Standardization of Oliver's modern tractor fleet 
makes overhauling and repairing easier . . . 
gets jobs out of the shop sooner . . . cuts service 


department costs in dozens of ways. 


For example, valve guides and springs— 
like a majority of all other parts in 

the new Oliver tractor line—are identical 
and completely interchangeable among 
the “66”, “77” and “88” models. It’s 
one reason why Oliver dealers and 

their mechanics become familiar 

with construction details of the 

entire fleet so quickly. 

Profit possibilities extend 

beyond the salesroom under 

this practical Oliver program. 

In fact, every phase 

of an Oliver dealer's 

business is benefited by 

standardization and the 

added advantages it brings. 

The OLIVER Corporation, 

400 West Madison Street, 

Chicago 6, Illinois. 





OLIVER 


“FINEST IN FARM MACHINERY’’ 
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What a Texas dealer is doing to 





Partners Kriss Clominger, left. 
and Dick Bowser have a four- 


point program for creating 
business. It has been so effec- 
tive that sales volume in the 
first three months of this year 
was more than in the first six 
months of 1950 


I THERE IS ANY one factor re- 
sponsible for the substantial 
position of the Rice Belt Imple- 
ment Co. in South Texas, it is a 


policy that is repeated over and 
over to members of the organiza 
tion, and it goes something like 
this 


“Remember that you realize the 
greatest margin of profit only on 
the business you create.” 

And this year the organization 
was so effective at creating busi- 
ness that in the first three months, 
sales volume was more than it was 
in the first six months of 1950 

The Rice Belt Implement Com- 
pany deals in Case equipment 
through two modest stores, one at 
Alvin and one at Katy, Texas, in 
the rice-growing country south of 
Houston. The partners Dick 
Bowser and Kriss Clominger, cater 
particularly to the rice farmers 
who, each year, have approxi 
mately 100,000 acres in rice with 
in the territory 

Bowser’s definition of 
business cannot be stated in a 
sentence. For it involves constant 
work in the form of making calls 
throughout the territory, strict and 
ethical policies of doing business, 
and a highly effective public re 


creating 
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Create 
IMPLEMENT 
EUSINESS 


By 





Baron Creager 


Annual event put on by the company is a giant barbecue which usually 
attracts about 500 people. Given in June, a slack period for rice farm- 
ers, the party is designed purely for pleasure, and the company adheres 

to the rule that no business is to be discussed 


lations program geared to _ the 
psychology of the region 

The ethical theory of doing busi 
ness produces not only a full mar 
gin of profit, but also good will 
for this theory is built around the 
idea that if a dealer intends to 
stay in business, he must sell it 
right, set it up right and deliver it 
right 

“Our policy of conducting our 
business with farm customers can 
be summed up in four 
Bowser pointed out 

“First, we use no unethical tac- 
tics whatever in selling a piece of 
machinery. That is, we do not mis 
represent the machine, and we do 
not cut prices under circum- 
tances. To represent that a ma- 
chine will do something for a cus 


points,” 


any 


tomer under certain condition 
that it cannot possibly do will 
create bad feeling and cost cus 
tomers, And by refusing to cut 


prices we realize the full 
of profit 

Second, we set it up correctly 
at the shop. To cut the 
let the customer set it up is deale 
Some machine 
be easy enough to set up correct 


margir 


price ana 


suicide appear to 


ly, by the book, but they are not 
And recently a farmer bought 
from one of our distant compet 


itors and the farmer set up the 
machine. He could not get service 
until we told him what was wrong 

‘Third, we see to it that the 
equipment gives the service it was 
intended for by the manufacture! 
To do this a dealer cannot be in 
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Another Important Advantage in Selling Dearborn Equipment 


DEARBORN IMPLEMENTS Double Deck, 


Save Space, Cut Storage Costs, Conserve Building Materials 


very farmer is faced with the problem 
of storing his farm equipment. On most 
farms, storage space is at a premium. On 
all farms storage space is expensive... 
expensive to build, expensive to maintain. 
But rust exacts a costly toll on unhoused 
equipment—in avoidable repair costs; in 
faulty performance; in years of working life! 


In this respect, owners of Ford Tractors 
and Dearborn Implements have a tremen- 
dous advantage, for a couple of reasons. 


Owes: Dearborn Implements are amazing 
space-savers. The Dearborn Lift Type Mold- 
board Plow, for example, has no tongue stick- 
ing out in front, no wheels or axles sticking 
out the sides. It occupies but 20 square feet 
whereas most other two bottom plows need 
about 40 square feet. 


2] This compact design, characteristic of all 
Dearborn Implements, permits the farmer to 
“double deck” and get from two to three times 
as many tools in the same floor area! The 
low-priced Dearborn Rear End Crane lets the 
Ford Tractor pick implements off the “shelf” 
and put them back. Those underneath the deck, 
of course, attach directly. Since most Dearborn 
Implements “lift,” the farmer can back them 
in with the Ford Tractor instead of pushing 
them in by “main strength.” 


These are only part of the outstanding 
implement storage advantages every 
Dearborn owner has. Farmers will fully 
appreciate these advantages, especially in 
these times. Reducing costs, boosting 
efficiency, extending machinery life are 
mighty important results! 


DEARBORN MOTORS CORPORATION 


BIRMINGHAM, MICHIGAN 


A Dealer-Minded Organization 


PORATION 


FARM EQUIPMENT 


TRACTOR 


OPYRIGHT Wt DEARBORN MOTORS 
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business just for the sale; he must 
have an organization that is com- 
petent. 

“Fourth, we try to have an ade- 
quate supply of parts so that we 
can keep that piece of equipment 
in service over a period of years 
Last December, when we took in- 
ventory, we found our stock of 
parts amounted to $102,000. 

“If a dealer is in business to 
stay, we think he must conduct 
that business along the lines out- 
lined. Actually, a customer doesn’t 
buy a tractor or a combine. He 
buys what the tractor or combine 
will do. Therefore a policy, an 
organization and a stock of parts 
are all necessary.” 

Bowser believes 
helps create 


that policy 
business, and he 
knows it has influenced many 
sales where, otherwise, the cus- 
tomer who has shopped around, 
would buy elsewhere at a dis- 
count. 

Where price enters into negotia- 
tions, principals in the company 
put emphasis on the fact that they 
have never indorsed farm-set 
equipment. Prospects are remind- 
ed that when a machine is bought 
from Rice Belt, back of the sale is 
an investment in talent, shop 
equipment and parts to keep that 
machine in service 

Where price enters into negotia- 


tions, customers also get facts 
about the organization—that the 
lowest paid employee among a 


total of ten for both stores, includ- 
ing managers, is a Negro handy 
man and mechanic of consider- 
able skill who draws a flat salary 
of $50 a week; that in addition to 
salaries, employees get a _per- 
centage of the profits; and that 
this incentive plan enables some 
employees to actually take home 
more out of the business at times 
than is taken by the partners 
Laying the facts on the table 
helps create business, too, accord- 
ing to Bowser, for it shows the 
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Above. the com- 
pany’s store at Al- 
vin, Tex. Right: the 
Katy store. In these 
two modest stores 
the company caters 
particularly to rice 
farmers, who each 
year have approxi- 
mately 100,000 acres 
in rice within the 
territory. Company 
has aggressive pro- 
gram of outside 
selling 


customer or prospect that the Rice 
Belt Implement Co. is back of him 
and the equipment he buys, and 
that the firm is in business to stay 

As for the public relations pro- 
fram, there is a limited amount of 
x.amour to it, if measured by 
slick-paper standards of the term 
However, it is effective 

It involves the usual procedures 
such as contributions to this and 
that, purchase of local advertis- 
ing, participation in community 
affairs, and a novelty calendar for 
which the manufacturer supplies 


an imprinted substitute each 
month 
Then Bowser and Clominger 


and members of the organization 
take an interest in and work with 
the FFA. Last year they presented 
the FFA group with a tractor. But 
two events constitute the most ef- 
fective public relations 

One is a barbecue, and for this 
occasion the Rice Belt company 
buys the prize FFA steer 

“We entertain about 500 people 
every year at the Katy store along 
in June when the rice farmers 
have a little slack period,” ex- 
plains Bowser 

“It is quite an event that people 
in the territory look forward to 
from year to year. A good many 
of the farmers come in ahead of 
time and help barbecue and do 
other chores to get ready and even 
help serve when the time comes 


Our barbecue is one of the 
memorable events of the year in 
the territory, but on these oc- 
casions there is never even a men- 
tion of business. The rule is there 
is to be no business, for everyone 
comes to have a good time 

“The other principal event is an 
annual duck hunt. Several hun- 
dred farmers join in this hunt and 
last year the bag was in excess of 
600 ducks. Hunters assemble at 
our store and after the hunt they 
re-assemble to clean the ducks 


RICE BELT 





which are then distributed among 
the veterans’ hospitals 


“Again there is no business. It 
is a sporting event and a charit- 
able gesture that everyone looks 


forward to. But it helps create 
business.” 
Public relations do not stop 


there, however, Seldom is it possi- 
ble to find any of the principals of 
the business in either of the stores 
They are out making calls on 
farmers, although Clominger, be- 
ing a certified accountant, super- 
vises details and spends more of 
his time with routine 

“You have to keep making 
calls,” says Bowser. “You start out 
in the morning to try and create 
business. Maybe you see three o1 
four farmers in a day. Maybe you 
spend a day driving and see none, 
or perhaps you spend the whole 
day with the first farmer you call 
on 

“The best time to see a farmer 
is when you have no need to try 
and sell him. Farmers are the 
greatest visitors in the world. And 
if you visit long enough they'll 
eventually tell you what they’re 
going to need and when 

“We don’t ignore those who use 
competitive equipment, either. Of 
course, it’s almost impossible, it 
would seem, to unsell a farmer on 
a line he’s been using for years 
Still, if you keep at it long enough, 

(Continued on page 126) 
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OZARK 


TARPAULINS, 
TRUCK COVERS 
& COTTON SHEETS 


Seams are double 
lock stitched 


Corners are rein 
forced with double 
thickness of duck 


Rustproof brass 
grommets clamped 
through heavy 
triangles 


Farmers need tarps for hauling cotton 
and tobacco, for covering implements 
and livestock and many other uses 
U. S. Department of Agriculture statis 
tics show that southern farmers use 
more tarps than farmers in other sec 
tions of the country 60% of all 
farmers use tarpaulins and the average 


farmer needs two! 


Push Ozark Tarpaulins during the 
big fall buying season and cash in 
on this profit-making business. 





This Fall Southern Farmers will spend 


*28,000,000.00 


for tarpaulins... will you get your 
share of this profitable business? 


Yes, tarp protection is crop insurance! Farmers in your trading 
area are going to spend their proportionate share of this 
$28,000,000.00. And the tarp that farmers know and want is 
Ozark, because Ozark Tarpaulins and Truck Covers are built 
to take it . . . they're water resistant and mildew resistant for 
lasting protection. 


Get your share of this profitable business by ordering enough Ozark 
Tarps to supply the demand. 


5 
CHECK THESE PR 


8 oz 
TRADE Before Treatment 
SIZE * Olive Drab Color 
Sx 7 $ 2.80 
Gn Gaees ; ove 3.85 
8x10 6.40 


7 @ Ule< 6.70 
10* 12 9.60 
10x14 11.20 
1214 . 13.45 
12"16 15.35 
12x18 17.30 
14% 176 17.95 
15x 20 24.00 
20 x 20 32.00 


*All ovr merchandise labeled in compliance with FTC. regulotions 


FOR MORE SALES . . . MORE PROFITS 
ORDER YOUR TARPS TODAY FROM... 


N 


pr Oo 
ot" 118 — 12thst. 2A 
eh OS. mae eee wee cele Guu © a @ 
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CMP Regulations Affect 
Farm Equipment Dealers 


bie NATIONAL Production Au- 
thority has issued two new 
Controlled Materials Plan regu- 
lations which directly affect farm 
equipment dealers 

CMP Regulation 5 replaces NPA 
Regulation 4, which has been re- 
voked, and provides for the acqui- 
sition of maintenance, repair and 
operating supplies under the Con- 
trolled Materials Plan. Anothe: 
CMP order, Regulation 7, provides 
for the acquisition of parts and 
materials needed by repair shops 

Both of the new regulations 
provide self allotmeat procedures 
to obtain materials for MRO and 
repair shop needs. No application 
to NPA is required 

CMP Regulation 5 is similar to 
NPA Regulation 4. (Regulation 4 
provided for use of DO-97 rating to 
obtain MRO supplies.) Under CMP 
5 any business enrerprise, local, 
state, or federal government agen- 
cy or public or private institution 
may obtain normal amounts of 
steel, copper, aluminum, and 
other materials required to keep 
its plants and property in repair 
and operation, and *o make minor 
capital additions. The regulation 
author zes use of the allotment 
symbol MRO to obtain controlled 
materials for these 
also provides for the rating DO- 
MRO on delivery orders for othe 
materials for the same use 

CMP Regulation + sets up the 
rules under which a person in the 
business of making repairs may 
obtain controlled materials (steel 
copper and aluminum) and prod- 
ucts and materials other than con- 
trolled materials under CMP for 
use in maintenance and repair 
work for persons who do not have 
and are not entitled to establish, a 
quota under CMP Regulation 5 

CMP Regulation 7 does not limit 
the quantity of controlled mate- 
rials which a repairman may ob- 
tain without using the procedure 
established by the regulation 
However, if a repairman makes 
use of the procedure provided in 
Regulation 7 


purposes. It 


7 in any quarter to ob- 
tain materials, he is subject to all 
the provisions of the regulation 
The regulation also imposes special 
restrictions on inventory applic- 
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able to every repairman 

The term “repairman 
any person in the business of pro- 
viding maintenance or making re- 
pairs commercially ior other per- 
sons. In addition to farm equip 
ment repair shops it includes ele« 
tricians, electrical contractors, do- 
mestic appliance shops 
radio and television refrig- 
erator repair shops 

It also includes shops 
owned by the person for whom 
the repair work is done if the per- 
son can segregate the purchases o! 
his repair shop from his other pur- 
chases, and if he employs at least 
one person who spends his full 
time on maintenance and repair 

By the terms of CMP Regulation 
7, covering repair parts and ma- 
terials for use by repair shops 
repairman doing work for others is 
limited in the amounts of con- 
trolled materials he may acquire 
under the regulation to (1) the 
amounts to which his customers’ 
MRO allotment symbols 
extended, and/or (2) the amounts 
he actually needs in doing work 
for customers who are not entitled 
to establish MRO quotas unde: 
CMP Regulation 5 or other NPA 
regulations or orders which set 
up MRO quotas 

In the latte: 
lotment symbol RE 
repair shops by Regulation 7, is 
limited to acquisition in any one 
calendar quarter of more than 20 
tons of steel products (only a small 
part of which stainless 
steel), 500 pounds of copper and 
copper-base alloy mill and 
foundry products and powder, and 
500 pounds of aluminum 

A repairman who requires cop- 
per wire mills products for func 
tional uses in his repair and main- 
tenance work may use the allot- 
ment symbol RE on orders for 
these products to the extent of his 
actual need for the materials on 
jobs for customers not entitled to 
an MRO quota, but not in any one 
quarter for more than $150.00 
worth or 20 percent of what he 
used in his repair and mainte- 
nance work during 1950, which- 
ever is greater. 

To obtain materials other than 


means 


repal! 


and 


repair 


may be 


of al 


assigned to 


case, bis us¢ 


can be 


brass 


steel, copper, or aluminum, a re- 
pairman may use the rating DO- 
RE on orders for amounts he 
actually needs in his work for cus- 
tomers who have the right to use 
the DO-MRO rating 

To obtain other than controlled 
materials for jobs for customers 
who do not have the right to the 
DO-MRO rating, the repairman 
must use that rating and not the 
DO-RE 


° 


Barn Equipment Assn. 
Elects New Officers . . 


YA 
ta dent of Milwaukee Hay 
Tool Co., Milwaukee, Wis., was re- 
elected president of Barn Equip- 
ment Association at the seventh 
annual meeting held at Burling- 
ton, Wis., July 13-14. Wilbur Hig- 
gins, Jr., secretary of Starline, Inc., 
Harvard, Ill, was named vice 
president, and S, G. Burritt, as- 
sistant to the president, Starline 
Inc., was again elected treasurer 

Members of the Executive Com- 
mittee include: R. A. Clay, Clay 
Equipment Corp., Cedar Falls, 
Iowa; D. D. Miller, H. D. Hudson 
Mfg. Co., Chicago; C. A. Hanson, 
James Mfg. Co., Ft. Atkinson, 
Wis.; R. W. Louden, Louden Ma- 
chinery Co., Fairfield, lowa; C. A 
Gutenkunst; F. E. Myers II, The 
F. E. Myers & Bro. Co., Ashland 
Ohio; F. W. Miller, Jr., Ney Man 
ufacturing Co., Canton, Ohio; V. R 
Berg, Simplex Barn Equipment 
Marshfield, Wis., and Mr. Higgins 

H. B. Megran, director of agri- 
cultural machinery and imple 
ments division of NPA, gave a re- 
port on the Controlled Materials 
Plan and its application to the 
farm equipment industry 

Members of the association re 
ported favorable progress in the 
production of sanitary labor-sav- 
ing equipment for dairy barns and 
pledged their best efforts toward 
supplying equipment to meet the 
critical labor shortages on dairy 
farms 

Offices of the association are at 
330 S. Wells St., Chicago, under 
the direction of W. Floyd Keepers, 
executive secretary 


. 


GUTENKUNST, Jr., presi- 


R. E. Chapin Appoints Two 
Sprayer Representatives . 


E. CHAPIN Manufacturing 
@ Works, Inc., Batavia, N. Y., 
announces the appointment of The 
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Sell 


CAMPBELL 
CHAIN 


Campbell makes chain for every need: swing chains and log 


chains, tie-outs and cow ties, halter chains and binding chains . . . 
all kinds of chain needed by your customers. And Campbell Chain 


is packaged for profit. It is easier to stock, display, and sellf 


Ask your wholesaler—or write direct—for complete information. 


SS a 


CAMPBELL CHAIN Company 


Main Office: York, Pa. 
Factories: York, Pa., and West Burlington, lowa 
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J. C. Bernard Company, Dallas, 
Texas, to represent the Chapin 
line of sprayers in Texas, Okla- 
homa, Louisiana, and Arkansas 
The company is headed by Jack 
Bernard 

In addition, the company has 
appointed Phil LoCicero and Frank 
Sarcone, co-owners of the United 
Brokerage Co., Tampa, Florida, to 
represent the line in all of Florida 
except the Western tip 

In addition to single-action and 


produces a complete line of hand 
dusters, flame sprayers, and aux- 
iliary equipment. 

o 


Advance Co. Releases 
New Pump Catalog . . 


a=? Pump Co., 2531 Ninth 
St., Berkeley 2, Cal., has re- 


leased a new 24-page catalog de- 
signed for use by both dealers and 
consumers 


All of the manufacturer's three 
major lines of domestic water sys- 
tems—vertical hydro-ejector and 


continuous hand sprayers and 
heavy-duty tank type sprayers, the 
R. E. Chapin Manufacturing Works 


centrifugal type, multi-stage mod- 
els and high-pressure shallow well 
units—are pictured and described 
in the catalog, with each 
pump’s performance ratings in 
easy-to-read chart form 

Sample copies are free from the 
manufacturer 





along 


When time means money... 
customers appreciate your 
balanced inventory of 


HERSCHEL PARTS 


. 


Redmond to Represent 
Chapin in Alabama . . 


— B. F. RepmMonp Co., Birming- 
ham, Ala., has been appointed 
to represent the R. E, Chapin line 
of hand and tank-type sprayers In 
Northern Alabama 


Every moment counts at harvest time. When machinery breaks 
down, it’s useless until repairs are made and unnecessary 
lost time can result in serious out-of-pocket loss to a customer. 


That’s why the service-minded dealer maintains a balanced 
inventory of HERSCHEL PARTS. They’re accurately made 
and guaranteed to fit, HERSCHEL PARTS are field-tested; 
designed and built for high speed operation on modern power 
machinery, they make repair jobs stand up. 


WRITE FOR FREE COPY OF THE NEW HERSCHEL 
CATALOG. No. 87. 
Use Herschel Parts for repairing all makes of cutter bars. ste he founded his present com- 


R. HERSCHEL MFG. CO., Inc. ‘ 


FACTORY AND MAIN OFFICE: PEORIA, ILLINOIS 


Auburn, N. Y.; Minneapolis, Minn.; Harrisburg, Pa.; Omaha, Neb.; Toledo, O 
DISTRIBUTORS: 
R. C. Cropper, Macon, Georgia The Southern Supply Co., Dalles, Texas 


A 44-PAGE handbvok on grass- 
land farming, entitled “How 
H L3 R Ss c H L3 7 id A R T s to Grow Grass for Profit,” has 
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B. F. Redmond 


The firm has three salesmen on 
the road and is headed by B. F. 
Redmond, a native of Alabama 
During his early business career 
Mr. Redmond was with the U. S 
Tobacco Co. of Roanoke, and in 


New Holland Publishes 
Booklet on Grass Farming 


Branches 
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T Tl Look for a special announcement 
on these pages next month! 


Goulds Pumps Inc. + Seneca Falls, N.Y. 


SOUTHERN FARM EQUIPMENT Section for SEPTEMBER, 195! 





New Holland 
New Holland, 


been published by 
Machine Company, 
Penn. 

Because of the increased em- 
phasis on grasses and legumes in 
farming, the booklet was pub- 
lished as an information service 
to farmers and is a compilation o/ 
the latest available injormation on 
the practical and protitable use of 
grass in farm management. 

One chapter suggests ways to 
plan a grassland program depend- 
ing upon the soil, climate, terrain 
and size of herd. Charts and pic- 
tures show how grass fits into 
present farm programs to increase 
yields, lower feed costs and reduce 
operating time and expenses 
There are separate cnapters on the 
making of hay and grass silage, 
and the use of grass in conserving 
the land. 

Copies are available 
through New Holland dealers 


4 


only 


Jacobsen and Affiliates 
Cenclude Sales Meetings 


P pomger =~ Manufacturing Co. and 
its affiliated companies recently 
concluded a series of sales conven- 
tions. Individual meetings were 


held at the Jacobsen Manufactur- 
ing Company, Racine, Wisconsin; 
Johnston Lawn Mower Corpora- 
tion, Ottumwa, Iowa; and Worth- 
ington Mower Company, Strouds- 
burg, Pennsylvania. In his re- 
marks to the salesmen, O. T_ Ja- 
cobsen, president, pointed to the 
rapid growth of the power mowe! 
industry in the postwar period as 
an indication of the greatly ex- 
panded market possibilities ahead 

M. J. Walker, Jacobsen’s director 
of sales, presented interesting 


facts about the firm’s power mower 
sales 

H. G. Sanborn, Jr., general man- 
ager of Worthington Mower Com- 
pany, reviewed the growth of ro- 
tary disc mower sales 
out new features in the 


and pointed 

1952 mod- 
els 

The Johnston meeting was con- 
ducted under the direction of D 
W. Bailey, sales manager, and the 
Worthington meeting was under 
the direction of H. J. Pine, Jr., 
Worthington sales manager 





‘* 


FLEXIBILITY OF U. 


ECONOMY OF OPERATION. 


dependable construction 
easy torun... 





ments help you to extra profits too, because 
wood, harrow, disc, cultivate, mow, plow and do hundreds of other jobs quickly and easily 





“DU-ALL” 
Riding 
Tractor 


helps the oth All” Riding Tractor and “Peppy Pa! 
Walking Tragtor sell themselves. Numerous attach 
ey let Shaw Tractors seed, rake, saw 


Patented, exclusive design assures maximum 
power and bulldozer traction. Heavy-duty, tested 
engines get the most from every pint of gasoline... 


FINE QUALITY AT LOWEST COST. 


over 50 years farm equipment engineering experience result in low-cost, 
the kind your customers want. Easy to start, 
a child can operate any Shaw Tractor. 
ew Saw Attachment Fells Trees, Cuts Weed and Weeds 
CHOICE OPENINGS FOR DEALERS 
ale rnin 


give customers more for every dollar 


Simplicity of design, mass 
production techniques, 








MANUFACTURING ¢ co. 





8309 Front Street, Galesburg, Kansas 





Profit Fr 
That Help 


om A Tractor Line 
s Sell itself 


a 


“DU-ALL” and “PEPPY PAL” 
Garden Tractors 


“PEPPY-PAL” 
Walking Tractor 


PLOW 
HARROW 
SEED 
CULTIVATE 
DISC 

MOW 

RAKE 

SAW 
SNOW-PLOW 
BULLDOZE 
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- ales Fellow Readerstyp ana 
MORE SOUTHERN 
RURAL FAMILIES READ 
FARM and RANCH- 
OUTHERN AGRICULTURIS 
THAN ANY 
OTHER MAGAZINE 


YOUR DIRECT LINE TO MORE BUSINESS CIRCULATION GUARANTEE 
IN THE ELECTRIFIED SOUTH... 1,290,000 


Electrified farm and ranch homes in the 

South and Southwest total more than all 

those in the North Central and Western e Farm magazines are No. | publications influencing sales 
States put together and Farm and Ranch and 

Southern Agriculturist subscriber homes ie 

with electricity number more than the total FARM and RANCH-SOUTHERN AGRICULTURIST reaches more 
circulation in the South of any national peop 

magazine. This great market is your market fo with eneve mnensy th the cure! South than any otter 
when the products you sell are pre-sold in magazine a 


pn aly erm end Rench-Gouthers It puts your product story in more Southern homes, at less 
cost, than any other magazine! 

It’s that simple—more readers mean more buyers 
Write, wire or phone for the number of Farm and 
Ranch-Southern Agriculturist subscribers in any 
Southern or Southwestern county. Compare these 
figures with those of the second farm publication— 
and you'll be convinced! 


ERN - 
ACRICD [TURIST 
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LML Introduces New 
Infra-red Chick Brooder 


A™ type of infra-red chick 
and poultry brooder is being 
produced by LML Engineering & 
Manufacturing Corp., Columbia 
City, Indiana, manufacturer of 
Cardinal farm elevators 

The new brooder is designed to 
meet the needs of both large and 
small brooding operations and is 
made of sturdy rust-resistant met- 
al, with a horizontal diameter of 15 
inches. It is equipped for four 250- 
watt R-40 lamps, which are set at 
an angle to give the infra-red rays 
the widest spread. The brooder 
forms a radiant energy pattern 
of sufficient area to brood a flock 
of from 300 to 500 chicks. 

The Cardinal brooder is avail- 
able in two models. Model CB-30 A-s€ Radice Program Goes the National Farm and Home hour 
is for use in individual brooder Te Europe, Middle East featured direct reports on Euro- 
house for either small or larger pean agriculture, and Mitchell told 
operation, and comes equipped Rn MITCHELL, the Allis- events of the World Poultry Con- 
with Waffer thermostat control, Chalmers Manufacturing Com- gress in Paris and interviewed 
four infra-red lamps, suspension pany’s veteran radio commentator many of the 58 4-H Club “grass 
chain and drop cord ready for for the National Farm and Home roots ambassadors” who are spend- 
plugging in. Model CB-20 is de- Hour, is taking a 21,000-mile plane ing the summer and fall on foreign 
signed for use in larger brooding trip to more than a dozen coun- farms under the International 
operations where one thermostat tries in Europe and the Middle Farm Youth Exchange project 
controls the entire house but it East Mitchell visited cities in the 
also is equipped with four lamps Each Saturday during August larger European countries 


Gandenfirm 





pthendrte B Se a! rercerasemomeees 


The REAL BUY for 
Economy and Ability 


@ Gardenfarm—A HEAVYWEIGHT with FINGER-TIP Con- 
trol. Heavy cast iron wheels for EARTH GRIPPING TRAC- 
TION. Motors equipped with 6:1 Gear Reductions for 
MAXIMUM POWER. IMPLEMENT CARRIER AND DEPTH 
GAUGE is STANDARD EQUIPMENT. 

Gardenfarm Implements are well built to rigid specifications. 
Coupling is simple and quick. Additional implements are 
available upon request. 


@ 7-inch plow with point 
adjuster. 


@ Cultivator; adjustable 
and reversible. 

@ Dise Horrow; 8-12 inch 
Discs, two gangs; Ad- 
justable. 
Middlebuster with 
point adjuster. 
(Sweeps, Scrapes ond 
shovels may be used 
on same foot) 
32-inch Sickle ber Patterns are available for practically 
Grader; Adjustable 40- ll pl . . . . 
feck thai. all plows, listers, middlebreakers in No. 1 soft 
Spike tooth herrow— center or No. 2 crucible steel of the highest 
12 Vooth adjestatie. quality obtainable. Send today for catal - and 
Sulky with 400x8 ——— — oe ae 
Pneumatic rubber tires trade prices. 
and brokes. 


For complete information write today. Exclusive territories oveilobie. STAR MANUFACTURING COMPANY 
SOUTHERN TRACTOR MFG. CORP. DIVISION OF ILLINOIS IRON & BOLT CO 
CARPENTERSVILLE, ILLINOIS, U.S.A. (EST. 1873) 


CAMDEN, S. Cc. 























118 SOUTHERN FARM EQUIPMENT Section for SEPTEMBER, 195! 





Hume Appoints Gulick 
Sales Mamager ... . 


HE H. D. Hume Co., Mendora, 
Ill., announces the appointment 


Frank W. Gulick 


of Frank W. Gulick as sales man- 
ager for its farm equipment line. 
The appointment became effective 
September 1 


¢ 


A-C Issues New Catalog on 
CA Tractors, Implements . 


A’ LIS-CHALMERS Manufacturing 
Co., Box 512, Milwaukee 1, 
Wis., has issued a new CA Tractor 
and Implement catalog, fully il- 
lustrated and with the full story 
of AC tractors and implements 
told in as few words as possible 

The 22-page booklet, with full- 
color cover pages, offers complete 
specifications on Allis-Chalmers’ 
latest farm tractors and matched 
implements 

The new catalog is available at 
local Allis-Chalmers dealers, or 
by writing to the manvfacturer’s 
main office, box 512, in Milwaukee, 
Wis 


Potented conveyor on the 
new Jomesway Automat 
Povltry Feeder keeps Alt 
the feed moving hon 
dies mash, whole grain o 
peliets. And like ol! Jomes 
woy equipment the new 
feeder is built to give your 
customers yeors ond yeors 
of dependable service 











Ft. Atkinson, Wis 


in Conodo: Eostern Stee! 


Jamesway 


“We like the way our Jamesway Automat 
Feeder moves feed through the trough Mr 
Woodside explains. “The action attracts our 
birds increases feed consumption to give 
us fast, economical gains 

Put a Jamesway department in your store 
and you'll see what Mr. Woodside means. You'll 
have enthusiastic Jamesway customers like 
him who'll add new sales to your business 
give you new profits! 

Take advantage of this big opportunity now! 
Learn how you can become a Jamesway dealer 
and sell the complete line of Jamesway time 
saving poultry, hog and barn equipment. Send 
coupon for details! 





Mount Joy, Pa Les Angeles 63, Calif 


Products Ltd Jameswoy Division — Moentrec!, Preston. Toerente 


JAMES MFG. CO., Dept. SH 951, Ft. Atkinson, Wis 


I'm interested ir bt 


Milking Stalls Hog 


Name 


Town 


J . lealer franchise f ‘oultry Eqpt 
| Eqt 











Bul 
SALES ATURES 


Compressed 
Air Models 


NO. 140 


3% gal. cap. fun 
nel top sprayer of 
Armco galvanized 
steel, Diecast han 
alle new dome top 
stronger electric 
seam welding; bril 
liant Chinese Red 
trim ; smart 

label for good 

play. A_ dependable 
trouble free sprayer 
Also copper and 
stainless steel tanks 
in open head models 
up to 4 gal. cap 


Quality Hand Sprayers 


NO. 585 


120 


2 gt. cap. Gives 
steady pressure 
under 
pumping. Galva 
nized tank with 
seams double 
locked and 
dered for 
duty use 

Pump size 13” x 1 


easy 


opening 14” 


WRITE FOR CATALOG NO. 51 
Free! Gives complete data on large 
Chapin line of hand sprayers, dust 
ers, knapsack, and wheelbarrow 
sprayers 


R. E. CHAPIN 


MANUFACTURING WORKS, INC 


Chapin St. Batavia, N. Y. 








New John Deere facilities in Harlingen, Texas 


John Deere Opens New 
Texas Retail Store . . 


— late in July of a mod- 
ern, new retail store and 
transfer point in Harlingen, Texas 
is announced by E. C. Inglish, vice 
president and general manager of 
the Dallas branch of the John 
Deere Plow Company 

The new store and its facilities 
under the management of Harold 
Myers, means an improved transfer 
point and better service for all 
farm customers served through 
dealers in the Rio Grande Valley, 
says Inglish 

The new store is North 
of Harlingen on what is known lo- 
cally as the “No. 77 cutoff” and it 
provides slightly more than an 
acre of parking area, which is one- 
third of the tract used by the plant 

A main building, 80 by 120 feet, 
affords 13,200 square feet of floor 
space including mezzanine, and the 
main sample floor is adjoined by 
a roofed, outside display 
by 60 feet 

The warehouse, also 80 by 120 
will store merchandise for dealers 
and is served by trackage handling 
three cars simultaneously. Docks 
accommodate two trucks. Three 
modern offices occupy 800 square 
feet of space and in the parts de- 
partment, which includes the mez- 
zanine floor, there 5,174 new 
steel bins for stocking over 8,000 
replacement parts 


located 


area, 20 


are 


In the shop, 50 by 80 and provid- 
ing more space and better equip- 
ment than the previous shop, eight 
tractors can be aligned at one time 
for service. Separate 
tain the latest equipment for serv- 
icing magnetos, starters, 
and Diesel pump injectors 

Modern cleaning and painting 
equipment is housed in a building 
to the rear 


rooms con- 


generators 
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Southwest Firm Expands 
Irrigation Activities 


Fyre a of the irrigation de- 
partment of the Southwest 
Equipment Co., 919 South Ervay 
Dallas, Texas, are being expanded 
to include coverage of the entire 
states of Texas and Oklahoma 

According to Lee Delf of the 
Dallas concern, a very favorable 
acceptance of irrigation equipment 
being manufactured by the W. R 
Ames Co. of San Francisco, Cal 
and handled by his firm, is report- 
ed. 

In its extended activity, the 
Southwest Equipment Co. will pro- 
mote the use of Roto-Rain 
Perf-O-Rain sprinkling systems 
Gated Pipe for furrow watering, 
and other Ames portable irrigation 
equipment. A dealer organization 
in various centers throughout Tex- 
as and Oklahoma will be estab- 
lished when basic materials be- 
come more readily available 


and 
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new Holland's “77” automatic baler delivers up to 7 bales of hay a minute, packed to preserve nutrient value, sliced for scientific feeling 


Are YOU getting your full share 
from the boom in grassland farming? 


@ No doubt about it—grasslanding is being taken “77,” the world’s fastest selling baler, is another 
up by more and more farmers. Why? “‘Farmers grou example of its leadership 

as much, or more, corn, cotton and small grains on To dealers, New Holland offers protected terri 
smaller acreages when cropping systems include grass tory . . . provides them with national and state 
and legumes,” says U.S. Dept. of Agriculture. paper advertising. New Holland advertising is even 

As a result, there’s profit in grasslanding for more extensive this year than in 1950. So it pays 
farmers—and for New Holland dealers, too. to carry the full New Holland line. 

New Holland, the long-time leader in grassland If you know of an open dealership, or would like 
farming, pioneered the first automatic pick-up baler to learn of one in your territory, write us today 
over a decade ago. Today New Holland is the world’s We'd like to help you get your full share of the 
largest maker of automatic pick-up balers. Its great boom in grassland farming 


WHY TODAY’S GRASSLAND FARMERS TURN TO NEW HOLLAND 


Famous New Holland 4 Mode! “80” 


Forage Harvester Rew Crep aa 3 wie 
erti' 


attachment > sane ' mates 
trouble-free t 
baling << 
Easily handles up to 18 tons of Extra-wide gathering points for New Holland Twine has won Has up to double the capacity 
grass silage an hour, preserves better operation. Cuts corn, the United States Testing Co.'s of other wire-tie balers—up to 
more precious, nutrient -carrying sorghum at butt, lifts it onto Seal of Approval for meeting its 10 tons an hour. Ties knot in 


leaves, and lets one man do the feeder apron base first Handles rigid standards of uniformity exclusive “inline twist"’ that lies 
work of 3 or 4 up to 20 tons an hour! and strength. flat - and holds 


WEW HOLLAND MACHINE COMPANY, WEW HOLLAND, PA. 


NEw HOLLAND .200D5S= 
Minneapolis - Des Moines * Kansas City - Brantford, Onterie 


“First in Grassland Farming“ 
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Massey-Harris Receives 
New Defense Contract 


ECEIPT OF a new _ contract 

doubling the original defense 
contract awarded Massey-Harris 
last fall for the manufacture of 
Howitzer Motor Carriages has 
been announced by C. P. Milne, 
first vice president of the com- 
pany. 

The value of the previous order 
as announced by Army officials in 
Detroit last November was ap- 
proximately $55,000,000. Mr 
Milne stated that the increase will 
not affect the rate of production 
but will extend the manufacturing 
program over a longer period of 
time. 

H. H. Bloom, Massey-Harris 
president, in commenting on the 
new contract, said he was grati- 
fied to report that rapid progress 
has been made in the preparation 
for the defense work. 

The receiving of the new con- 
tract, he said, reflects the confi- 
dence of the United States Army's 
Ordnance Department in Massey- 
Harris as a result of the Com- 
pany’s outstanding record in the 
production of gun carriages, tanks 
and tank destroyers in World War 


II. Defense work, he said, will in 
no way interfere with the Com- 
pany’s regular production of farm 
tractors and implements which 
will be carried on at the highest 
possible rate, depending, of course, 
upon the availability of materials 
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Emphasis on Service 


(Continued from page 102) 


500 miles away before he can re- 
pair my equipment.” 

That incident occured 17 years 
ago, and from this experience 
Walker formed the belief that 
good service will sell more farm 
equipment than a “regiment of 
high-powered salesmen,” though 
he is quick to add that aggressive 
sales work is an important part of 
any dealer’s operation. From that 
day Walker has maintained a com- 
plete parts inventory 

“Like many other dealers I keep 
a complete card index of parts,” 
Walker explained. “The parts 
man not only shows on each card 


_ the quantity on hand on that par- 


ticular part, but we also make a 
complete check of the parts cover- 
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3 U SPAT NO 2479510 
NEW HUMBOLDT MODEL 6 CUTTER @ SHatDDER 





HUMBOLDT CUTTER & SHREDDER | 








Here's the FIRST Cutter .. . 


the FAVORITE Cutter among Cotton Growers. The 


HUMBOLDT CUTTER & SHREDDER cuts, rips, shreds and scatters the stalks—resulting in 
cleaner plowing, greater soi! fertility and better pest control. The new HUMBOLDT features 
heavier, more rugged construction, larger stalk receivers and completely shielded belts and 
pulleys. Guaranteed workmanship and materials. Remember, there are thousands of satis- 
fied HUMBOLDT customers! Write or contact us NOW for full details. 


HUMBOLDT 


he South By 
Distributed int ANY 
PLOW COMP: 
SOUTHERN os. Texos 


. 
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ALES COMPAN 
McNEES 5S: vis, Tene 


. 
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7 SALES COMP 
WAPLEMEM o, Georgie 





tors. On Allis-Chalmers 

works right off regulor pump. Full 

line of attochments 

New! New! NEW! Get all the facts now on the new 
Humboldt mounted cutter for International Pickers 


tHe eocbaugh MiG. co. 


HYDRAULIC LOADER 
The lowest priced Quolity Looder on 
the market. ® dependoab 
economical—a notion wide favorite 
Models for most popular make trac 


WD — it 


HUMBOLDT, IOWA 





ing each machine long before that 
machine goes into seasonal opera- 
tion on the farm 

“For example, 
drill. At least a month before 
farmers start using this equip- 
ment the parts man and I go over 
the index cards covering the 
grain drill parts, note all scarcities, 
and place orders for enough of 
those parts to meet any possible 
emergency. If we have sold any 
sizable number of grain drills in 
the past year the number of parts 
we order is increased proportion- 
ately.” 

The firm keeps a readily-avail- 
able list of all the equipment it 
has sold in the past several years 
Watched especially are those old- 
er models that are no longer in 
production, but are still in use on 
farms in the county. Walker has 
made it known that the company 
will be able to service these old 
machines as long as the owners 
continue to operate this equip- 
ment. 

As an aid in maintaining e. 
ficient service the firm has ac- 
quired accurate knowledge of 
every farm and the kind of ma- 
chines that best fit individual op- 
erations. Company owners know 
the size of tractor, the type of 
tractor plow, combine or other 
equipment that will give the best 
service on any given farm in its 
trading area 

Such information can be im 
portant, Walker pointed out, in 
selling proper equipment to farm- 
ers. As an example, he cited the 
case of the farmer who wanted to 
buy a plow of a certain size 
Walker advised this farmer that 
the plow was too light for his 
tractor and advised him to buy a 
larger size 

This customer left in a huff and 
later bought the light plow from a 
competing dealer. 

“I drove past this customer's 
farm several days later,” said 
Walker, “and saw this plow in the 
field almost completely broken up 
—the very thing I had warned him 
against. It is true that I lost a sale 
here and even made the customer 
a little mad. But, after having this 
experience I knew that he would 
feel more confidence in us. If he 
had suffered that kind of misfor- 
tune with a plow we sold him, my 
reputation and the reputation of 
our line of equipment would have 
suffered also.” 

Over the years, however, the 
concern of this company in trying 
to equip farmers with proper im- 
plements has become well known 


take the grain 
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Consequently, the company now 
serves a large number of farmers, 
there being more than 800 reliable 
accounts on the books. 

By keeping a complete list of 
all the machines he has sold for 
the past several years Walker 
usually can identify any part that 
a farmer might request by tele- 
phone. Often farmers are unable 
to give serial numbers and other 
identifying information, but by 
checking his records Walker can 
quickly spot needed replacement 
parts, can determine the kind of 
tools needed for the repair work 
and can have the service truck on 
its way with little loss of time 

An informational type of radio 
program, sponsored by the com- 
pany, has been an effective means 
of advertising the company’s serv- 
ices. The program is on daily 
when the farmer takes time out 
for lunch and is filled with helpful 
suggestions concerning care of 
farm equipment, equipment 
needed for certain operations, and 
when insects arrive, information 
on insect control 

Once each week the county 
agent appears on the program with 
timely advice, while one program 
each week is designed specially 
for the farm wives and features a 
message from the home demon- 
stration agent 

The program carries the live- 
stock report and features out- 
standing farming activities in the 
area. For example, farmers who 
have done an outstanding job 
with some crop are called out by 
name and commended. Four-H 
boys and girls who have achieved 
fine records with the livestock, 
poultry or crop projects are given 
public recognition and sometimes 
are called before the mike to ex- 
plain their methods 


. 


200° Gain in 
Shop Volume 


(Continued from page 99) 
Times twice weekly and in two 
issues of the county newspaper 
Spot announcements on the radio 
advised listeners to watch for com- 
ing events. To give further pub- 
licity, 25 placards were placed in 
stores and shops throughout the 
county. 

All employees of the company 
took part in planning of the event, 
serving on committees for pub- 
licity and correspondence, pro- 
gram, refreshments, electrical, re- 
ception, entertainment, etc 

Overlooking no angle, the com- 
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pany asked the local police de 
partment to set off parking areas 
and give special traffic assistance 
the evening of the party 

Following the initial mailing, 
800 invitations went out to all 
farm families and members of the 
various agricultural agencies. To 
assure a substantial attendance, 
the invitation committee, a day or 
two before the event, telephoned 
members of the agricultural agen- 
cies and a large percentage of the 
farm families. 

One event loomed which the 
company feared might jeopardize 
attendance the championship 
match between Ezzard Charles 
and Joe Wolcott. To overcome this 
competition, notices were added to 
the announcements that there 
would be two television sets avail- 
able for those who did not want to 
miss the fight. 

On the night of the event an 
adequate display of tractors and 
other equipment was set up on the 
lawn surrounding the shop, and 
the well-equipped service truck, 
the company’s “shop on wheels,” 
was given a prominent location 

“There was thing we had 
made up our minds we were not 
going to do that night,” said Stan- 


one 


ley E. Day, Jr., manager of the 
tractor and equipment department 
“we were not going to talk farm 
equipment or try to sell anybody 
anything. There would be no sale 
talk at any time. Our program wa 
partially educational, and the dis- 
plays of equipment were made 
available simply for the 
venience of any visitor who, of his 
own initiative, wanted to take a 
look.” 

While the cost of holding this 
‘Farmers’ Night” totaled approxi- 
mately $1,000, the company feel 
that no promotional idea in it 
experience has been as effective in 
opening the door to future sales 

Farmers took advantage of the 
opportunity and, without prod- 
ding, raised a barrage of ques- 
tions, complained about some of 
their past experiences, asked Day 
to visit their farms to observe the 
performance of some piece of 
equipment, and inquired about 
soil, crop and livestock problems 

“T made a special effort to spend 
as much time with them as they 
wanted to take, for when a farme: 
comes to see you, he’s on his own 
time and you've got to make that 
time worth while to him,” 
Day. “I tried to impress on them 


con 


said 





GOOD EQUIPMENT 


YOU CAN PLACE 
FULL CONFIDENCE 
IN THE PRODUCT 
OF THE 
MANUFACTURER 
WHO HAS CHOSEN 
CONTINENTAL 


AW-7—AWT-B 


REO SEAL AS 


THE HEART OF 
HIS 
MACHINE 
nes_ac 


PARTS AND SERVICE 
EVERYWHERE 


1S BETTER WITH CONTINENTAL RED SEAL POWER 


lontinental Motors [orporation 


AIR-COOLED INDUSTRIAL 


620 FORD BUILDING . 


ENGINE DIVISION 


DETROIT 26, MICHIGAN 





that they should feel free to call 
on me at any time 

After the event the company 
lost no time in following up the 
contacts made. Approximately 200 
ecards were sent out to owners ol 
the companys lne ol 
informing them that a 
representative would be on hand 
for three days to go out into the 
field and discuss any difficulties 
and mechanical problems they 
might be having. Space was pro- 
vided for a notation on the cards 
returned to the 


equipment 
factory 


which could be 
company 

Later, 700 postcard were sent 
out to farmers in the county who 
owned competitive equipment 
These cards gave a detailed de- 
scription of the services available 
from the company. Supplementing 
these were newspaper ads 
carrying similar information 

“IT am out in the field at 8 
o'clock every morning visiting 
farmers and talking over any farm- 
ing or machinery problems they 
want to see me about,” said Day 
“In talking with farmers it is com- 
pany policy to stress preventive 
maintenance. We try to convince 
the farmer that preventive main- 
tenance will add to the lifetime of 
his equipment and will mean 
smaller repair bills.” 

As part of this 
company’s well-equipped 
truck travels from farm to 
making small, on-the-spot repairs 
highly valued by cus- 


cards 


program, the 
service 


farm 


a service 
tomers 
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On-the-Farm Repair Jobs 


(Continued from page 104) 


business “because it always ap- 
pealed to me.” 

In developing sales 
the larger farm operations, Miller 
has also been instrumental in the 
installation of well equipped farm 
shops, some of which even 
turning lathes and drill presses 

We openly encourage such op- 
erations to perform much of thelr 
own service work, where we know 
the talent contin- 
ued 

“Most farms have a shop of some 
kind and many of them are very 
well equipped. Good shop equip- 
ment can often make it 
for a farmer to keep going, just as 
does good farm equipment. In 
some cases we have recommended 
the purchase of a modest order of 
tools and in other cases complete 
shops have been installed on ou: 


outlets on 


boast 


is capable,” he 


possible 
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Le Out hut with. Pektwll 


There's a great deal of satisfaction—and profit, too—in representing the 
De Laval line which since 1878 has always been first with the best. 


~~. 
¥ 
' 
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New De Laval 
Maqnevc Speedway 
Milner 
De Loval engi 
neered for still 
berrer faster, 
deaner milking 
New stomless 
steel wit ond 
Pubso- Pump 


es ¥ 


New De Laval 
Sterhag Speedway 


New De Laval i 
Speedette Milker 
Milker 
Another grect 
new De Lovo 
Milker for better 
milking at lower 
cost. New from 
stomless steel 
wis to pomp 


Especially designed 
for the mon who milks 
10 cows or less... low 
in price mexpen- 
sive to instoll re- 
lieves the drudgery 
of hond milking for 
Me small herd owner. 


Write Your Nearest De Laval Office 


New De Loval World's 
Standard Series 
Separators 


Cleanest skimming 
easiest - to - clean 
seporctors ever 
built. Every port 
mit touches is 
stointess steel 


EN FeV) YIN ¢ 


| Wi 


New De Laval Speedway 
Food Freerers 


For better food pres 
ervetion and better 
form living. Improved 
table fore at lower 
cov. Beovtiful in op 
pearance depend 
able ond economia 
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New De Level Speedway 
Milt Coolers 


Feature forced circy 
lotion of cold woter 
ond thu = ochieve 
rapid, thorough and 
low-cost milk cooling 
Built in five sizes ond 
eight models 


New De Laval 
Speedway 
Water Heater 


Engineered for 
the dowymon 
Supplies 12 ful 
golions of 185 
woter Lifetime 
opper tonk 


New De Laval Speedway 
Vacuem Con Weis! 
Tokes the work out of 
codmg and uniocod 
ng the milk cooler 
perates on 10 in 
ches of vocuum sup 
pled by milter pump 


For Full Dealership Information 





COMPLETE FACTS 


COMPANY 


H. D. 


Special Harvesting Equipment 


MENDOTA, ILLINOIS 








recommendation. We have even 
compiled lists of tools and equip- 
ment needed for such shops 

“As a result, there are a num- 
ber of regular calis we make where 
the mechanic does not even take 
any tools. The farmer has every- 
thing. The farmer helps and if the 
job takes more than a day, the me- 
chanic spends the night 

“Let’s assume that such a case 
involves a combine. We often go 
out in the spring and put a com- 
bine in thorough condition for the 
season. And the owner of the com- 
bine has a satisfactory shop and 
satisfactory talent for performance 
of normal service necessary to 
keep that combine in operation for 
the season. So to insure that he 
will get uninterrupted service, our 
man makes a list of parts the farm- 
er might need in emergency. He 
points out to the farmer that ex- 
cept in major break-downs, the 
farmer can keep his combine going 
on that parts stock 

“When the mechanic gets back 
to the dealership we go over his 
list. We may add to it if the me- 
chanic has overlooked anything 
Whatever comes out we assemble 


‘the list of parts and ship them 


Knowing the farmer and his shop 
we are reasonably certain the 
farmer will not need our service 
for another year.” 

Miller says mechanics like the 
field service policy of this dealer- 
ship for they always get an excel- 
lent farm dinner. He recalls a for- 
mer mechanic in his employ, who 
went every year to one big farm 
and always stretched his visit to 
the limit 

“He had so much help and the 
food was so good,” Miller recalls 
with a grin, “that he'd stay a week 
if we'd let him. Actually, we had 
some difficulty getting him to come 
back from that service call.’ 

o 


Create Implement Business 
(Continued from page 110) 


you'll eventually get some of the 
business. 

“Anyhow, it’s better to see cus- 
tomers and prospects in the field 
When they come to your store it’s 
almost a sure sign they’re shop- 
ping.” 

Territory served by the Rice 
Belt Implement Co. has its peculi- 
arities. In the Katy territory, trac- 
tors used in rice—and combines— 
must be equipped with huge 18 
by 26 tires on a 22-inch base. In 
the Alvin territory, tractors doing 
the same work mount iron wheels 


and mud hooks. The difference re- 
sults from characteristics of the 
land 

Yet there is one peculiarity ad- 
vantageous to the farm equip- 
ment dealer. Farmers are accus- 
tomed to spending money in sub- 
stantial amounts. For rice must be 
irrigated, water must come from 
private wells and such wells cost 
from $20,000 to $40,000 to drill, 
depending on depth 


. 


Sales and Service Volume 
(Continued from page 100) 


of their operation. And of these 
many stressed the fact that what 
profit is made is a small one. 42‘ 

stated that, generally, they are un- 
able to sell reconditioned equip- 
ment at a profit. 

Following are the replies of a 
number of dealers who commented 
on the reasons for this situation 

Kentucky—“Offering too high a 
trade-in allowance.” 

North Carolina—‘Keen compe- 
tition necessitates close trade ol! 
too high allowances at times.” 

Alabama—‘We are able largely 
to make a profit only on current 
or late model equipment.” 

Georgia—“High allowances for 
used equipment due to general re- 
adjustments following period of 
scarcity results in high priced used 
equipment.” 

Oklahoma—‘Farmers will not 
buy used machinery except at bar- 
gain prices.” 

Mississippi—‘“We have to allow 
more for trade-ins than we can 
sell them for in order to trade.” 

Virginia—“Trade allowance plus 
cost of reconditioning equals about 
all we can get for used equip- 
ment.” 

Alabama—‘“Less 
used equipment. 
trade-ins.” 

Texas—‘“Most of our trade-ins 
are such that they cannot be re- 
sold, so we are scrapping them at 
some loss.” 

South Carolina—‘‘Money is not 
so free now, and farmers are better 
supplied.” 

Kentucky—“Demand is weak 
Cost of repairs is too high for re- 
sale price.” 

Oklahoma-—“Trade-in allowanc- 
es are too high in the first place.” 

Florida—“‘We only break even 
because of competition on allow- 
ances.” 

Louisiana—“Farmers want new 
equipment and won't pay as much 
for used equipment.” 


demand for 
Poorer class of 
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One-row Corn Picker 


Horse Drawn Manure Spreader 


: low Wheel Side Roke & Tedder - 


: 


Portable Elevator 


Semi-mounted Mower Power Take-off Trector Mower 


New Idea-Horn Stalk Shredder 


: High Wheel Side Rote & Tedder : 


Jomer...always one! 


NEw [PEA POLiCy : 
OF SPECIALIZATION — 


— KEEPS QUALITY 
* HIGH...AND PRICES &)' 
REASONABLE ! 


Dealers know that product preference 
and customer satisfaction are keystones 
to greater dealer profits. The strict policy 
of building only high quality specialized 
farm equipment is one reason why te- 
day thousands of New Idea dealers 
enjoy such pleasant customer relations, 

A New Idea Dealer Franchise becomes 
more valuable every day as new spe- 
cialized equipment is added to the line, 


New Ideo-Horn Wagon Box 


All Steel Farm Wagon 


If we are not represented in your terri- 
tory it will pay you to write us. 





Models for over 
100 trectors— 

10 interchongeoble 
attachments 


NEw 


New Idea-Horn Hydraulic Loader 


/ 


31 years of building farmer and dealer 
confidence with better farm equipment 
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the home-owners 
gun... designed to 
meet contractor 


specifications 
‘ . pi Home owners 


ee everywhere are buying 

and using this low-priced, compact Caulking Gun! 
It's a bear for wear, and so easy to operate. 

No cleaning required when used with CALBAR 
“Hole-in-Top” Cartridges . . the compound 

never touches the inside of the gun. 


»-> 


Write for name of your nearest distributor 


CALBAR PAINT & VARNISH. CO. 


Manufacturers of Technical Products 


2612-26 N. Martha Street * Philadelphia 25, Pa 








NO BELTS! “Terre-Tiller’” Gorden 
Tractor has solid pulling 


NO CHAINS! power, wide-angle trac- 


tion, positive clutch 


NO PULLEYS! Benner 
DIRECT DRIVE 


\ Big tractor power at garden tractor economy. 


1/2 H.P. & 3 H.P. MODELS 


IMPLEMENTS 
& ACCESSORIES 


Steel Sure-Grip Wheels 


The Leland Terra-Tiller is the 
finest garden tractor thal pro- 

gressive research, quality A PEW DEALERSHIPS OPEN 
materials, 





and modern tech- WRITE TODAY. 


ols 


SGU GLO | 


5945 Martin Ave. * Detroit 10, Michigan paraeee u 


Diet 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 

quality water system! 


No wonder the farmer won't have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
quality. It’s just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 


These Dempster Pumps are star 
members of America’s finest line... 


wll ils 


DEEP-WELL JETMASTER 


SHALLOW-WELL JET.- 
MASTER — Only one moving 
part. No special pressure tank 
needed. Easily installed and 
exceptionally efficient 


DEEP -WELL WATER SYS- 

TEM — Positive tubrication 
Modern design. Available for 
electric motor or gasoline engine 
operation. Can be supplied with 
windmill attachment 


ideal for offset imstaliation of 
to be set directly over the well 
Unusually simple in operation — 
only one moving part 


CENTRIFUGAL PUMPS — 
impellers are semi -enciosed 
for greater efficiency Balanced 
drive shafts ride on double Tim 
ken Bearings. There are no bet 
ter wngation pumps made than 
Dempster Centrifugal Pumps 


America’s Quality Line of Farm 


Water Systems 


Pumps © Tonks © Windmills © 


Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 
Beatrice, Nebraska 





MAIN STREET «@ 


IT 
VERS 


“SINCE 1888" 


Me 


A complete line of hand, continuous, compressed air, knap- 
sack, bucket, wheelbarrow and barrel sprayers. Also hand 
and crank powder insecticide dusters. We are the origi- 
nators of sprayers and our products are of outstanding 
quality in engineering, modern design and performance. 


The famous Smith INDIAN FIRE PUMP is unexcelled 
for Civilian Defense fire fighting. Send for catalog. 


BANNER Compressed Air Sprayer 


The outstanding compressed air sprayer 
Open of tunnel top Galvanized or solid 


copper tank Non-clog angle nozzle 


E-Z 5 Gal. Knapsack Sprayer 


ss dampness does 
not reach the back 
Adjustable brass 
nozzle 


SPEEDEX Garden and 
Tree Sprayer 


JIM DANDY 
Cart Sprayer 


All brass very 
popular, lerde ed- 
justable nozzle 
lor spraying trees 
shrubbery, flowers 
weed killing, ete 


king o 
extra strong co 


Pressure 


ler bearings 
adjustable nozzle 
distance and fine 


BLIZZARD SPRAYER 


Quart, (39 ounce). Sprays any 


Continuous Seamless brass 
pe barrel. Solid copper tank. Ap 
pealing streamline design. Highly pol 
ished. Finest continuous sprayer made 


ee ee 


= GIANT 


WHEELBARROW 
DUSTER 


SPRAYER 


Steel wheel or bal- 

loon tire. H ah 

sure tank if desired 

For all spraying pur 
18 gal. bucket 
Constant high 

pressure. 


D. B. SMITH & CO. 


ayers Since 1888 
UTICA 2 NEW YORK 


Finest quality made 
very easily operated 
justable teed lever 

sion built for hard service 


Originators of Sp 





@ Moderately priced 
@ Weather resistant 
®@ Light and strong 

@ Reasonably priced 


@ For general farm use 





= he ee 
tes eee 


~ - 


MAGNOLIA 


Pocked in individual burlap and 
poper wrapped tubes. ideal for well 
rope Send for free somple 


MALLISON WEBBING 


Pocked in Cut Bands stitched for immediote 
use or in 100 ft. rolls. Send for free sample 


Write for additional literature ond sales helps on com- 
plete Puritan line which includes Puritan, Regal, Kendole 
Southgote and Magnolia Sash Cord 


Covet age Wi, Cl 


VIVE OsKy p 
<ovlsvust gay! QO, SRANCH Mil 
ais ATHENS, GEORGIA 


PURITAN CORDAGE MILLS, Inc. (Manufacturers) lovisville 6, Kentucky 


130 


ADVERTISER'S INDEN 


King Hardware Co 6 Richards-Wilcox Mfg 
Klein & Sor Mathias 7 Round Associated Ch 
tuberoid Co 
Russe Burdsa A 
t and Nut ¢ 


vik Saw | 

Arms 
ter Mfg 
| Manuf 


ilbaugh Mfg 


Sol-O-Lite Manufact 
McKay Company 2 Smith & Co., D. B 
McKinney Mfg. Co 7 ith Bend Bait ¢ 
Marshalltown Trowe outhe rew ¢ 
Massey-Harris ( . uthe ates Iron 
Master Lock ¢ 
Mast-Foos Mfg. Cx } Southern Tractor Mfg. Cor 
Millers } : Stanley Works 
Minneapoli r ( Stanley Tools 
Miracle hesive ry ) Star Mfg. Ce 
Mossberg 1 Stratoflow Prod 

Sure-Heat Stove ¢ 

Sutcliffe Con 

Swan Rubber Co 

Swing-A-Way Mar 


Revere 





Reyn 
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IMPLEMENT DEALERS — Read, then write or wire for Taylor's 
money-making exclusive dealership in your town. 


The PASTURE 
DREAM is sold through 
farm implement deal- 
ers exclusively. 


Here's the one implement 
stockmen need the most 
TAYLOR'S 


Pasture 
Dream 


All in one operation on permanent sod 


IT DRILLS— 

IT SEEDS— 

IT FERTILIZES— 

IT RENOVATES— 
IT’S THE PERFECTED 


Yes, here is your opportunity to capitalize on the growing 
“grassland farming” program by selling the new perfected 
PASTURE DREAM ... a tool needed by farmers, ranchers 
and cattlemen everywhere. There is no other machine like 
PASTURE DREAM on the market today It builds and 
maintains pasture lands much quicker, easier and at less cost 
than by older methods. Take advantage of the sales waiting 
for you by taking on the PASTURE DREAM dealership in 
your community. Your prompt inquiry is welcomed 


Thoroughly Proven In Field Tests 
—A Boon to Grassland Farming 


Seeds, fertilizes, renovates @ Famous “Ezee-Flow” hop- 


without sacrificing the 


established sod 

Linkage equipment for all 
types of tractors 

Seven sturdy incisor boots, 
spaced at 10” intervals 
Works well on contours 


per, with dual distributor 
mechanism 

Adjustable metering shut- 
ters 

Weighs 800 pounds empty, 
with hopper capacity of 
about 400 pounds 


“BARGAIN-SEEKERS” need your help in buying 
an electric water system. Tell them a price tag 
is the /east important point to consider. The price 
of a good water system is soon paid for in time 
saved and profits made through labor-saving and 
other advantages. The real “bargain™ comes in 
the years of dependable service at a minimum 
cost per day for operation and upkeep. Explain 
the FEATURES* that make every Deming Pump and 
Water System so dependable, so economical, so 
SATISFYING to own. Help them select —from the 
COMPLETE Deming line—the best water system for 
their individual needs. No other line offers you 
a better opportunity to sell "bargain-seeing™ 
customers ond keep them sold! 
*Features of each Deming Water System are illustrated and 
explained in “CATALOG Ff". Write for your copy NOw! 


THE DEMING COMPANY 


Write On Your Business Letterhead 
519 Broadway * Salem, Ohio 


For Liberal Dealer Proposition 
TAYLOR MACHINE WORKS 


LOUISVILLE, MISSISSIPPI 


See the PASTURE DREAM on display at International 
Trade Mart, New Orleans, La. 








DEMING Depron PUMPS 


AND COMPLETE 





WATER SYSTEMS 
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TWELVE MONTHS A YEAR! 


. EXCLUSIVE, PATENTED “QUICK-HITCH” pro- 
vides implement changes in less than a 
minute without tools. 

. BROAD RANGE OF RUGGED IMPLEMENTS 
makes Simplicity the All-Season Worker your 
prospects want. 

. TWO POPULAR TRACTOR MODELS — 2 h.p. 
L-1 and 3 h.p. M-1—in horsepower classi- 
fications which account for 85% of all 
garden tractor sales. 

. THE RIGHT SPEED FOR EVERY JOB through 
Simplicity’s 5-speed transmission. 

. PRECISION GROUND GEARS. .. . heat treated 
and drop forged, with shafts hardened and 
finished to scientific specifications. 

. FULLY ENCLOSED TRANSMISSION, with 
sealed life-time lubrication. 

. EASY OPERATION .. . even a child can 
handle an easy-steering, perfectly balanced 
Simplicity. 

. FULL VISIBILITY . . . thanks to Simplicity's 
adjustable, wide-spread handles and frame 
construction. 

. RUGGED DEPENDABILITY, with sturdy, one- 
piece, steel construction. 

. SIMPLICITY WRITTEN WARRANTY .. . proof 
of sound engineering . . . fine performance 

- manufacturer's integrity. 





JANUARY - FEBRUARY - MARCH APRIL - MAY - JUNE 














NO OTHER GARDEN FRACTOR GIVES YOU \ 
SO MUCH PERFORMANCE TO SELLe 


A good look at Simplicity in action is enough to con- 
vince the most sales resistant prospect that Simplicity 
EARNS ITS KEEP 12 MONTHS A YEAR! No 
other garden tractor gives so much all-’round utility 
at such low cost . . . handling dozens of important 
jobs around farm, yard and garden, all year long. 


And, what’s more, Simplicity backs your sales with 
the industry’s most powerful advertising and mer- 
chandising program -—— complete with big ads in your 
customers’ favorite magazines . . . with continuous 
implement promotions to help you sell Simplicity. 


Clmuriiedd No. 1 
ED iin Fito 
SIMPLICITY MANUFACTURING CO, 1221 Spring St., Port Washington, Wis. 
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Foirbanks-Morse 18” ’ 

reel-type power mower. 


Power Line attracts mower 


buyers to your store 





HERE'S WHY: 


1. You can sell the right mower for every mowing job — city 
lawns, suburban acres, cemeteries, drive-in theaters, parks, 
school campuses, churchyards, industrial plants, athletic 


fields, etc. 


Customers have their choice of reel or rotary types. Foirbonks-Morse high- 
wheeled rotery power 

, mower——-20" and 24” 
Prices range from $108.15 to $198.00*. ext. Manualty grade’, 


Mowers are finest quality, simply designed, sturdily made. 
Most customers can make own adjustments. That means 
less service, fewer complaints. 


National advertising, mat service, window cards, etc., to tie 
in with your own sales promotion. 


Fairoanks-Morse guarantee against defects in materials <ad 
workmanship is a powerful sales clincher! 


For complete information about a profitable Fairbanks- 
Morse dealership, write Fairbanks, Morse & Co., Chi- retery power 
cago 5, Ill. mower. 


* Prices subject to change 


Fairbanks- 
Morse 6-12 
bladed ro- 
tary power 


@ FAIRBANKS-MORSE, Selt-propelied. 24” cut, 


a name worth remembering HOME WATER SERVICE AND LAUNDRY EQUIPMENT 
GENERATING SETS . HAMMER MILLS . MAGNETOS ° MOTORS , MOWERS . PUMPS . SCALES 
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PROOF IN THE FIELD 


gives you the edge 
in fall selling 
and customer 
satisfaction 


Of course ANYONE can offer 
“farm machinery for sale” — but 
the REAL DEALER, who begins 
his sales approach with a dem- 
onstration . . . delivers the ma- 
chine properly . . . instructs the 
customer in its operation .. . and 
continuously backs it with avail- 
able parts and expert service — 
he’s the dealer who EARNS the 
business, and will get it! 

For example, look at the new 
Allis-Chalmers CA Tractor with 
mounted 2-bottom plow. On the 
show floor, it will be noticed by 
many farmers. However, their 
impressions may be only casual 
unless time is available for per- 
sonal selling. 

But in the field, tractor and 
plow speak for themselves. Ask 
anyone who has seen this com- 
bination work, or has been in 
the driver’s seat himself. 

A good demonstration is the 
beginning of a good sale — and 


a satisfied customer! 











HATCHETS 


AXES 


Arcet, the LST's @ dependable transport for 


fighting corge — and dependable as a sally pert 
on the beachhead 


The block heod 
with the red hondle«m 
exclusively PLUME 





* FILES 
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OM aMaRa eso osas5 
MAMIE: 
AS Aaaesesesssssss 


As strongly united as the laminated steel 
plates of a Master padlock is the un- 
beatable distribution team that has made 
Master the world’s biggest-selling line of 
padlocks. 


Over the years this hardware trio 
manufacturer, jobber, dealer — has demon- 
strated its ability to serve the American 
public effectively and economically. Con- 
vincing evidence is the hardware industry's 
phenomenal growth, with a record of in- 
dependent store ownership and operation 


unmatched in any other retail field. 


Today American business is again con- 
fronted with the problems and uncertainties 
of a war economy. But we of the hardware 
industry — manufacturers, jobbers and 
dealers with our interests “locked together” 
— can look to the future with courage and 
confidence. 


Make sales faster with 


Master Padlocks 


Master Jock Company, Milwaukee 45, Wis. * World's Leading Padlock Manufacturers 
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